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INS SUCCESS RECOGNIZED 


AGENCY BODIES MAY UNITE. 


Casualty and Surety Association 
Courts Fellowship With Fire 
Agents Organization. 


Information comes to us that Presi- 
dent H. M. Coudrey, of the National 
Association of Casualty and Surety 
Underwriters has made some ad- 
vances to the National Association of 
Local Fire Insurance Agents with the 
idea of having the two organizations 
operated in conjunction. The plan will 
probably be to have Secretary Henry 
H. Putnam, of National Fire Agents’ 
Association act as Secretary of the 
National Association of Casualty and 
Surety Underwriters. This is a dis- 
tinct recognition of the success 
achieved by the fire insurance agents 
association, and also its capable sec- 
retary. 

There is a noticeable tendency at 
the present time for local fire agents 
to take up casualty and surety insur- 
ance, companies transacting this class 
of business making a specialty of 
placing their representation in such 
offices. In order to handle the busi- 
ness fire offices in large cities to a 
large degree are establishing depart- 
ments for casualty and surety insur- 
ance. President Coudrey, who is a 
prominent fire agent, no doubt appre- 
ciates the fact that in coupling up 
with a successful organization, there 
is much in common between the two 
interests which draws them together. 

The Casualty and Surety Associa- 
tion has its annual meeting at the 
time of the fire agents convention 
which holds its sessions in Richmond, 
September 25-27. 

In this connection it is interesting 
to note the endorsement given the 
Local Fire Agents’ Association by the 
invitation extended to its Secretary 
Henry H. Putnam, to address life un- 
derwriters at the annual convention of 
the Nationa] Association held in To- 
ronto this month. The principal rea- 
son in extending this invitation was 
to secure information as to features 
which have contributed to the suc- 
cess of the fire agents’ organization. 

Th tendency of the various agency 
associations to fraternize. 





COMPANY COMMITTEE ON COM- 
MISSIONS. 


In accordance with the vote taken 
at the last meeting of the Southeast- 
ern Tariff Association a special com- 
mittee of nine has been appointed to 
consider the request of southern local 





agents for an adoption of contingent 


commissions in addition 
ent flat commission. The 
of the committee is of great 
Milton Dargan, southern manager of 
the Royal, now president of the South 
eastern Tariff Association, ex-of- 
ficio chairman of the committee. E. 
H. A. Correa, vice-president of the 
Home is acting chairman. The other 
members of the committee are W. B. 
Clark, president of the Aetna, W. N. 
Kremer, President of the German 
American; E. C. Irvin, President of 
the Fire Association; R. M. Bissell, 
Vice-President of the Hartford; Henry 
W. Eaton, Manager of the Liverpooi 
& London & Globe; Frank Lock, Man- 
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Liabilities (including capital) 13,430,819 

Net Surplus over all liabilities 7,408,355 
SURPLUS AS REGARDS POLICY HOLDERS, $10,408,355. 
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Inland Transportation Risks 
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DANGER IN TERM INSURANCE 


A PRESENT DAY TENDENCY. 


Some of the Evils That Will Result 
From Writing Cheap Insurance. 
Views of an Expert. 


In our issue of July 18, attention 
was called to the tendency of a large 
number of companies to write term 
insurance rather extensively during 
1907. Remarkable as it may seem, 
few if any of the officials of compa- 
nies writing this plan have a good 
word for it excepting as applied in 
particular instances where temporary 
protection is desired. Notwithstanding 
this there noticeable tendency 
| just now for life companies to put 
} out new schemes of Term Insurance. 
| Company after company has intro- 
; duced some specialty in the form of 

Policy, and each new plan 


is a 





a Term 
seems to be issued at lower premium 
rates than its predecessor. This con- 
dition arises from two or three causes. 

In the first place there has been 
| published of late several articles con- 
|; demning investment insurance, one or 
two of the so-called popular writers 
going so far as to advocate that life 
insurance companies be used merely 
| for the protection idea, the cheapest 
form of insurance being procured, and 
the balance of the regular average 
premium being retained for invest- 
ment otherwise. The folly of such a 
course for the assured, as we will 
show later, is palpable and can be 
| paralleled only in the attitude of the 
public some fifteen years ago in plac 
|ing its confidence, to a certain 
gree, in assessmentism The result 
was most disastrous to the certificate 
holders 
In the second place, there has been 
dearth of business for com 
panies and an effort is being made to 
increase the volume for 1907 to a re- 
spectable figure by offering the cheap- 
est rate possible to the assure an 
inducement 

Premium on Term Business. 

In the third place companies 
allowed to pay more for this kind 
business under the new laws than for 
OGrdinary Life, Limited Payment and 
Endowment Although not gener 
known, it is a fact that the New 
put a premium 
the worst 
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increase in the premium causes dis- 
appointment and he feels that hav 
ing lived out the period of 10 years 
the money he has paid for life insur- 
ance has been thrown away because 
he can get nothing back. When he 
comes to be an old man his insur- 
ance has either to be discontinued 
altogether or he has to pay a pro- 
hibitive price. This kind of policy is 
no indication of true thrift. 

Mortality Heavy. 


From the company’s standpoint the 
policy is also of doubtful benefit. Pol- 


icyholders who take term insurance 
are known to be subject to heavier 
rates of mortality than those who 
take investment forms of policies. 
This applies even to those term poli- 
cies which are not renewable and 
during the first term after the appli- 
eation is made. It applies much more 
forcibly to renewable term policies 
during the second and third terms. 
The dissatisfaction at the end of the 
first term causes some of the healthy 
policyholders to look out for ordinary 
insurance on the Life or Endowment 
plan. Quite frequently they transfer 
their policy affiliations to other com- 


panies. Those who are unhealthy at 
the end of ten years cannot get in- 


surance. elsewhere and perforce keep 
their policies in the company where 
they were first taken, and pay the 
increased renewable term rates. The 


result is that the general body or 
these policyholders is much _ less 
healthy than those who take Ordinary 
Life or Limited policies, and the com- 
pany loses heavily by a high mortal- 
ity, or what is known as “adverse 
selection.” , % 

The above has been the experience 
of the companies which have Issued 
renewable term insurance unless in 
the one particular case where divi- 
dends were accumulated and carried 
forward to reduce the premium for 
succeeding terms, and a second and 
sometimes third term has been grant- 
ed at the same rate as the original 
policy. But these deferred dividends 
have been discontinued by law. An- 
nual dividends must be granted and 
the term policyholder in all probabil- 
ity will claim that he is entitled to get 
the benefit of the general mortality 
rate experienced by the company. The 
Ordinary Life and Endowment policy- 
holders therefore will suffer for the 
benefit of those who hold Term Insur- 
ances. 


Expense of Time and Money. 

There is another, and more import- 
ant feature from the company stand- 
point, and that is the heavy expendi- 
ture of effort and money for tempo- 
rary results. Previous to the Arm- 
strong Investigation quite a number 
of institutions made a practice of 
bidding heavily for insurance during 
the months of November and Decem- 
ber for the purpose of showing vol- 
ume. No company would come for- 
ward and justify such a procedure 
and the depleted condition of some 
institutions practicing that method is 
sufficient evidence of its costly nat- 
ure. It would have been far better 
to show statements with less volume 
secured than to place on the books 
policies taken merely as “fliers” for 
one year because they cost practical- 
ly nothing. 

The same seems to be true as re- 
gards Terms Insurance. No company 
can improve its financial condition by 
making a specialty of it. Temporary 
showing does not make life insurance 
institutions. One of the best assets 
of a company is a satisfied body of 
policyholders. They are the good will 
of the corporation. Upon their con- 
tinuation depends largely the ability 
to show satisfactory results. The old 


saying “the business that stays is the 
business that pays” still applies to 
company, agent and policyholder. 
The Eastern Underwriter may be 
taking a too pessimistic view of the 
situation, but we feel that the ten- 


dency to specialize on Term Insur- 
ance is neither advantageous to pol- 
icyholders or company, and therefore 
it is to be regretted that the new 
laws have placed a premium on this 
class of insrance. Company officials 
should not only consider the present, 
but also the future standing of their 
institutions. 


Opinion of an Expert. 


A prominent company official well 
qualified to discuss this subject, by 
reason of a thorough knowledge of 
life insurance in all its phases, in 
an interview with a representative of 
The Eastern Underwriter as to the 
tendency toward writing Term Insur- 
ance and the probable dangers result- 
ing therefrom, said: 

“The motives for such action are 
probably induced by one of three rea- 
sons, in some cases perhaps by all of 
them, namely: 

“First—A desire to get a volume 
of business on the easiest terms pos- 
sible. 

“Second.—The feeling held by some 
actuaries and managers that the full 
present value of the mortality savings 
in addition to loading on term prem- 
iums can be claimed as an offset to 
the expense of getting the business 
eyen though, in some cases, such mar- 
gin claimed would be equal to approx- 
imately the gross premium. 

“Third.—Solicitation of agents who 
want every form of policy that any 
other company writes. 


Company Experience Unsatisfactory. 


“The experience of most companies 
on term policies has been unsatis- 
factory. A few companies have writ- 
ten a large volume of this business 
for many years and their experience 
has been to the contrary. It may 
safely be said, however, that, taking 
the experience of a number of years 
and looking at the question from 
every standpoint, that the business 
is unsatisfactory both to company and 
to policyholder, if not positively dang- 
erous. While the New York com- 
panies cannot be blamed for pander- 
ing, to a certain extent, at least, to 
the howl for cheap insurance set up 
by the Armstrong Committee and re- 
peated and continued by those who 
in their ignorance really believe that 
the Armstrong Committee represents 
the sum of all wisdom in life insur- 
ance, yet a very serious question is 
presented as to the wisdom of cater- 
ing to the supposed demand for “life 
insurance at cost.” Some of the small- 
er New York companies, which have 
for a number of years made a speci- 
alty of term insurance, can justly 
lay the present difficulties and un- 
certainty of their condition to that 
fact. Despite the -popular antipathy 
to the accumulation of money in the 
hands of managers of life insurance 
companies, the fact remains that the 
only line of safety is in piling up re- 
serves, and too emphatic a warning 
cannot be launched in the hearing of 
those managers who disregard the ex- 
perience of companies who have made 
a specialty of term insurance and are 
now suffering the consequences of 
such action. The safety of a life in- 
surance company depends, in a large 
measure, upon decreasing risks as pol- 
icies get older; the companies have 
got to be run and it takes money to 
pay their expenses. An adequate ex- 
pense fund and vigorous effort to pile 
up a volume of such business is sure 
to bring trouble and anxiety in the 
future, if not real disaster.” 





Agency Charge at Jamestown. 





Through the purchase by Bradshaw 
Brothers of Jamestown, N. Y., a half- 
interest in the agency of Hulquist and 
Mericle, of the same city, the two 
Offices have been merged and in fu- 
ture will be operated under the firm 
name of Bradshaw and Mericle. 
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FUNDS ALL PAID IN, 





Universal Life of St. Louis Has Its 
Money and Will Begin Business 
Before September First. 





President P. M. Starnes of the new 
Universal Life of St. Louis announces 
that the entire $300,000 funds of the 
company have been paid in but the 
deposit has not been made with the 
State. It will probably be two weeks 
before the company is licensed and 
ready to begin business. Mr. Starnes 
states that he will change the name 
of the organization although he may 
decide to go ahead with the present 
name until the annual meeting in Jan- 
uary. When Mr. Starnes took charge 
the former promoters had raised $150,- 
000. He succeeded in getting to- 
gether the other $150,000 in a short 
time. He states that the company 
will be developed along standard lines 
as there will be no stock selling, board 


contracts or other special induce- 
ments. 
Most of the stockholders of the 


company are in Missouri both in St. 
Louis and in different towns in the 
State. There are a number of stock- 
holders in Illinois outside of Chicago. 
Kansas and Texas show up well and 
stockholders are scattered in Nebras- 
ka, Louisiania, Arkansas, Indian Ter- 
ritory, Indiana and Iowa. 





RHODUS BROTHERS AGAIN. 





Commissioner Rittenhouse V/arns Col- 
orado Citizens—Balloon Bursts 
Without Inflicting Damage. 





Some few mons ago The Eastern 
Underwriter had occasion to call at- 
tention to efforts put forth to organ- 
ize the Central Life Securities Co., of 
Maine and the Republic Life of Chi- 
cago. It was also pointed out that 
the Rhodus Brothers of Western Mut- 
ual Life fame, were the leading pro- 
moters. The scheme as presented in 
Connecticut, where our representative 
came across it had all the ear marks 
of the fertile brain of Birch Rhodus, 
so that we called attention to same 
and warned the fraternity as to pos- 
sible snags not fully in view. 

Some time after we called to see 
Norris Sutherland of this city, for- 
merly of the Banker’s Life, Union 
Central Life and Mutual Life, who 
is representing the Rhoduses in this 
section, our desire being to obtain a 
little information as to what was 
proposed. Mr. Sutherland was a little 
incensed at what was termed an un- 
warranted desire to knock the former 
“stars” in life insurance, and pro- 
ceeded to give the combination a fair- 
ly good bill of health. He said that 
no effort was being made in any 
shape, manner or form to sell life 
insurance and that the Rhoduses were 
simply promoting a life insurance 
company the same as they were pro- 
moting a dozen other corporations; 
and that he believed they had no in- 
tention of associating with a life in- 
surance proposition other than in this 
capacity. The story seemed plaus- 
ible and we gave it for what it was 
worth, in the meantime giving the 
Chicago people all the opportunity 
desired. We fear, however, that Mr. 
Sutherland is not keeping posted, 
judging by the following received 
from a western correspondent: 

“Commissioner Rittenhouse of Col. 
orado put a quietus on Rhodus Broth- 
ers of Chicago selling stock of The 
Central Life Securities Company in 
his State. He found that literature 
was being sent out to the citizens to 
Colorado signed by W. D. Sherrill 
as agency manner. Mr. Rittenhouse 
could not take any action at that 
time so far as the selling of stock 
was concerned but he issued a warn- 
the Rhodus outfit had rented spacious 
ing to the people and later found that 


quarters in Denver from which their 
company, the Republic Life, was to 
operate in that section. They had 
enlisted some of the leading men of 
Denver in the enterprrse but on the 
showing made by Commissioner Rit- 
tenhouse the balloon burst without 
any of the Colorado citizens being in- 
jured.” 

Every one familiar with the meth- 
ods of the Rhoduses knows that one 
of their strong traits is to put up a de-= 
cidedly good bluff and get establish- 
ed before any one is aware of it, other 
than the “favored” few. In other 
words they operate on the theory that 
possession is nine points of law. Get 
what you want and fight about it af- 
terwards. 

Re-asserting our original idea, The 
Eastern Underwriter believes the pub- 
lic should act slowly in considering 
any life insurance proposition manip- 
ulated by the Rhoduses. 





Enlarging Its Territory. 





In its Quarterly Bulletin the Amer- 
ican Central Life of Indianapolis, 
speaking of the extension of territory 
says: 

“The company has entered no new 
territory for several years, having 
confined its operations to the States 
of Indiana, Pennsylvania, Ohio, Mis- 
souri, Illinois, Michigan, Arkansas, 
Tennessee and Texas, accomplishing 
organization of permanently estab- 
lished Agencies in these States. Splen- 
did oportunities for extending our 
business have been presented during 
the first half of 1907, consequently 
the company has entered and been 
licensed by the Insurance Depart- 
ments of Alabama and Kansas. The 
company is now energetically intro- 
ducing its business to the citizens of 
these States through competent agen- 
cy managers. Preparations are also 
being made to establish a Pacific 
Coast Department and a large pro- 
duction of new business will undoubt- 
edly be had from this department 
during the remainder of this year.” 





Proud of His Occupation. 





The average fellow dislikes to be 
termed a twister, but judging from 
the following sent us last week, there 
is one man in New York proud of 
that as an occupating. He says: 

“I have been in the Life Insurance 
(Twisting) business for many years; 
I am a consulting adviser in all mat- 
ters pertaining to it. 

“I believe I can reduce your prem- 
iums, provide you with the best an- 
nual dividends, and safe-guard your 
interests. As evidence of the fact 
that my services have been useful I 
may state that I number among my 
clients business men of national prom- 
inence—gentlemen who occupy the 
highest and most important places in 
the financial and commercial world. 
I have handled and readjusted their 
insurance in individual cases in 
amounts as great as a half million of 
dollars, and always to their expressed 
satisfaction, and great financial profit 
I believe I can be of service to you 
too. If I cannot suggest a better con- 
tract than the one you now hold, 1 
will say so.” 

But the chances are that he wili 
manage it some way. 





In Honor of President Kingsley. 





The agency force of the New York 
Life during the 31 days of July (some 
may have worked Sundays), produced 
in honor of Darwin P. Kingsley, the 
new president of the company over 
7,000 applications for $20,000,000 in- 
surance, or nearly $8,000,000 more 
than the pro rata allotment under 
the New York laws, and that in the 
“dullest month of the year.” Do they 
like their chief? Well, we guess. 
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NEW ELECTION REQUIREMENTS. 





Synopsis Showing What Companies 
and Agents Must Do To Comply 
Therewith. 


There. has been so much manipulat- 
ing with the New York laws govern- 
ing elections in mutual companies 
that the following brief by the New 
York Life of the recent amendments 
will be read with considerable inter- 
est: 

Hereafter, agents’ certificates of au- 
thority to represent the company in 
New York State are to be issued to 
every person acting as agent, and 
renewed annually on the ist day of 
January or within 60 days thereafter 
in triplicate, one copy to be filed in 
the office of the Superintendent of 
Insurance and two copies to be issued 
to the agent. The agent must within 
thirty days after such certificate is 
issued cause one copy to be filed in the 
office of his county clerk. Penalty 
for failure to observe this law is a 
revocation of license, which cannot be 
issued again until after the lapse of 
three years. 

The company, during elections for 
directors, need not file lists of policy- 
holders with general agencies in each 
State, territory and foreign country, 
nor file lists of candidates nominated 
by the Board in general agencies, as 
heretofore. 

Inspectors of election need not be 
qualified voters. 

Two complete lists of the company’s 
policyholders must be filed with the 
Superintendent of Insurance and two 
copies at the home office at least six 
months before election (old law al- 
lowed five months for filing such 
lists). 

If any independent nomination for 
trustees shall be made it is obligat- 
ory on company’s part to furnish the 
committee making such nomination 
(providing a demand therefor is 
made, and approved by the Superin- 
tendent of Insurance), a complete 
copy of the list of policyholders on 
file for which the company may 
charge the actual cost thereof. Any 
such list furnished must be returned 
after election. 

The board of trustees must nomi- 
nate candidates for every vacancy 
seven months prior to the date of the 
annual election. Nominations for the 
next election must be made by Sep- 
tember 8, 1907. 

Other nominations for trustees may 
be made by any one hundred quall- 
fied voters at any time five months 
before election. All certificates of 
nomination must be accompanied by 
written acceptance of each nominee. 

If no independent nomination shall 
have been made within the time 
named (Nov. 8, 1907), the election 
shall then be conducted and held 
under such rules and regulations as 
the Superintendent of Insurance may 
prescribe. 

At least three months prior to the 
election the company must mail to 
each policyholder whose name is on 
the list of policyholders, in a serially 
numbered sealed envelope with post- 
age prepaid, a corresponding serially 
numbered official ballot in a form ap- 
proved by the Superintendent of In- 
surance, containing the respective 
tickets nominated, and the names and 
addresses of the persons appointed to 
receive proxies; a return envelope, 
containing on the outside the words 
“ballot for directors,” and a blank 
proxy upon which shall be printed a 
statement of the right of the policy- 
holder to vote either by mail or by 
proxy, or in person. A corresponding 
serially numbered stub or card, con- 
taining the name and address of the 
policyholder to whom each ballot is 
sent, shall be retained at the com- 
pany’s home office for the purpose of 
identifying each ballot. For our next 
election this must be done by Jan- 
nary 8, 1908, 








Any policyholder voting by mail 
must indicate the names of the nomi- 
nees for whom he desires to vote on 


_ the official. ballot which must be sign- 


ed by the policyholder in a designated 
space in the presence of a subscribing 
witness. The policyholder must place 
or cause to be placed on the official 
ballot the number of at least one 
policy held by him. To incorrectly 
state or to omit the policy number 
shall not render the ballot void. No 
other ballot than the official ballot 
shall be voted. The Superintendent 
of Insurance is authorized to prescribe 
regulations for sending a duplicate 
ballot to any policyholder or proxy- 
holder. All official ballots must be 
mailed by ‘the policyholder to the 
home office of the company. The en- 
velope in which the official ballot is to 
be returned to the company does not 
require the signature or address of 
the insured or number of his policy 
on the outside, as heretofore. 

Any policyholder may vote by proxy 
executed to any person, whether des- 
ignated in the certificates filed or oth- 
erwise. The execution of a proxy 
shall be attested by a subscribing wit- 
ness and the proxy shall set forth the 
number of at least one policy held by 
the person giving it. In exercising 
such proxy the holder or holders 
thereof shall vote only upon the of- 
ficial ballot, or the duplicate thereof 
which was furnished to such policy- 
holder, to which such proxy shall be 
attached. In so voting the proxy- 
holder shall sign said ballot in the 
name of the policyholder, and shali 
also sign his own name as proxy. 
Ballots voted by proxy-holder shall be 
mailed to the Home Office, or voted in 
person by said proxy-holder, in the 
same manner as provided for ballots 
voted directly by policyholders. Prox- 
ies shall be valid if duly executed 
within three months prior to election 
(old law allowed two months). For 
our next election proxies must be ex- 
ecuted after January 8, 1908. All bal- 
lots received by mail at the Home 
Office shall remain in the custody of 
two or more persons, one-half of whom 
shall be appointed by the Superin- 
tendent of Insurance, and the remain- 
ing half by the Trustees of the Com- 
pany. 

No officer, salaried agent or em- 
ployee shall within the period between 
the filing of the nominations and elec- 
tion during business hours devote any 
of his time in soliciting votes in sur- 
port of or in opposition to any candi- 
date or list of candidates in connec- 
tion with any election. No officer, 
agent or employee shall compel or 
coerce any other officer, agent or em- 
ployee to support, work for or oppose 
any candidate or any list of candi- 
dates. 

The stationery or supplies of the 
company or office space devoted to the 
conduct of its business shall not be 
used for furthering the interest of any 
ticket or candidate thereon. 

No person, whether connected with 
the company or otherwise, shall is- 
sue or cause to be issued any circular 
or other written or printed communi- 
cation either in behalf of or in oppo- 
sition to any ticket or any candidate 
thereon containing any false state- 
ment. 

The next annual election of Direct- 
ors in the New York Life Insurance 
Company will occur April 8, 1908. Pur 
suant to law, serially numbered ballot 
forms will be mailed at least 3 months 
prior to April 8, 1908—i. e., by Jan- 
uary 8, 1908. A vote cast prior to 
the sending out of said serially num- 
bered ballots will be void. 





David A. Pierson has been appoint- 
ed manager of the Manhattan Life for 
Michigan with headquarters in De- 
troit. Mr. Pierson is well and favor- 
ably known throughout the Lower 
Peninsula, 





The COMPLETE PROTECTION POLICY 





OF THE 


Etna Life Insurance Company 


Of Hartford, Conn. 


Is the most up-to-date Life Insurance Policy 





It makes provision against the uncer- 


tainty of life and against an old age of 
poverty. It also cares for those who 
become TOTALLY AND PERMAN- 
ENTLY DISABLED. 


It has the most advanced non-forfeit- 
ure features, and in every way will 





satisfy the most exacting. 


AGENTS wishing to sell these contracts should communicate with 
the Company or any of its General Agents. 











NO REASON FOR A CHANGE. 





President Turner the Right Man To 
Head Security Mutual Life of 
Binghamton. 





We were somewhat interested in a 
clipping recently forwarded us from 
Binghamton N. Y. denying that fric- 
tion existed at the home office of the 
Security Mutual Life of that city or 
that there was any intention upon the 
part of those connected with the com- 
pany to depose Charles M. Turner 
from the presidency. This statement, 
as we understood it, emanated from 
the parties credited with the opposi- 
tion movement, and may be accepted 
as final on the subject, but during the 
period between the time when the 
rumor gained currency and the em- 
phatic denial of any such intent ex- 
pressions were heard as to the un- 
grateful attitude of those who had de- 
veloped under Mr. Turner’s adminis- 
tration. 

We happen to know something of the 
organization of the Security Mutual 
Life in 1887 by the present president, 
and the early struggles and sacrifices 
necessary to place it upon a successful 
basis. It commenced business as a 
mutual company and its first dollar of 
assets was the premium Mr. Turner 
paid on the first policy issued. He 
was the principal solicitor of the 
company, securing over $1,000,000 in 
paid for business the first year and 
that it was possible to commence the 
second year with net assets of $15,000 
was due to the fact that no commis- 
sions were taken for business secur- 
ed. 

The second and third year were re- 
petitions of the first, with the excep- 
tions that to the burden of soliciting 
Mr. Turner found that the cares of 
managing had been added. As a re- 
sult it was necessary to devote atten- 
tion to field work in the day time and 
take care of detailed home office af- 
fairs after regular working hours. For 
five years Mr. Turner received practic- 
ally no compensation for his labor. 

During the twenty years it has oper 
ated the Security Mutual has grown 
and prospered. Each year has record- 
ed progress over the preceding one 
until at the beginning of 1907 it had 
insurance in force of over $51,000,000; 
assets over $4,000,000 and surplus of 
over $500,000. Since organization it 
has paid approximately $5,000,000 to 
policyholders and beneficiaries. 

It would be superfluous to say that 
this has been accomplished with con- 
siderable effort. Obstacles of the most 
discouraging nature have arisen from 
time to time, but Mr. Turner, realizing 
the necessity for securing a good 
agency corps, endeavored at all times 
to gather around his company as 
standard bearers—producers—men of 
the highest calibre, with character 
and reputation unassailable. These 


men have stood shoulder to shoulder 
with him in building up a splendid lit- 
tle company. 

Having for many years enjoyed a 
personal acquaintanceship with most 
of these men we know, or at least feel 
confident that any attempt of an in- 
trigue at the home office to secure con- 
trol of the company would arouse a 
storm of opposition among general 
agents and policyholders, sufficient to 
defeat same. 

The report must have been started 
by some wag, or maliciously inclined 
individual, for, as previously stated, it 
does not seem probable that any offi- 
cer or director would so far forget the 
best interests of the Security Mutual 
to inaugurate a movement of this na- 
ture, 

Aetna Life Leaders. 

The ten leading agents of the Aetna 
Life for 1907 are: Loren B. William- 
son, B. F. Reinmund, J. W. Whitting- 
ton, W. R. Harper, W. E. Hawkins, D. 
F. Reed, J. J. Jackson, R. C. Middle- 
brook, L. A. Weil and J. W. Estes. In 
speaing oi Mr. Williamson the Aetna 
Life News says: 

“It gives us much pleasure to con- 
gratulate Mr. L. B. Williamson, our 
new manager for Kentucky, upon the 
success he has already attained since 
he took wp the management of our 
Louisville office January ist. Mr. Wil- 
liamson began at once, after transfer- 
ring his allegiance to the Aetna Life, 
by sending in a large amount of paid- 
for business, and had already in the 
April number of the News gained fifth 
place in the list of seventy-five leaders 
for the year. In the May number he 
climbed to the second place, and now, 
in this June issue, he has attained 
first rank. This represents $194,500 
of new paid-for business since the 
first of January, a record for which 
Mr. Williamson is to be congratulat- 
ed.” 


B. F. Reinmund who is_ second 
among the leading producers of the 
Aetna Life for the year 1907 is man- 
ager for New Jersey, with headquar- 
ters at Newark. It is not surprising 
to note that he occupies such a high 
rank. A few months ago we called 
attention to the systematic persistent 
method in which Mr. Reinmund per 
sued his- work. That is what places 
the name high up on the honor roll. 


On a Participating Basis. 





The Pittsburg Life and Trust, though 
a stock company, conducts business on 
the participating basis entirely. On 
January Ist of this year it ceased writ- 
ing non-participating insurance, all of 
its forms now issued participating in 
dividends which are apportioned and 
paid annually, 





A UNIQUE POLICY CONTRACT. 





Aetna Life Issues Nine-Page Docu- 
ment Containing New and Lib- 
eral Features. 





We are favored by the Aetna Life 
with a copy-of its new contract, styled 
the Complete Protection Policy. It 
is drawn up in legal form and con- 
tains nine pages, with an index for 
convenient reference. Some of the 
interesting features of the contract 
are as follows: 

No premiums are required after the 
assured attains age 85, at which tiine 
the face of the policy becomes pay- 
able as an endowment. No restric- 
tions are made as regards travel, resi- 
dence or occupation. A grace period 
of thirty-one days is allowed in the 
payment of premiums. 

- Total Disability Clause. 

Heretofore life insurance policies 
have been issued providing for the 
discontinuance of premiums in case 
of total disability, but the Aetna has 
gone this one better by making the 
policy payable in annual instalments 
of one-twentieth the face of the pol- 
icy; or a life annuity for an amount 
provided in the contract. The dis- 
ability clause is as follows: 

“After receipt and approval by the 
company of proof that by reason of 
bodily injuries or disease, occurring 
after the issue of this policy and be- 
fore default in the payment of prem- 
ium, the insured has become wholly, 
continuously and permanently unable 
to perform any work or follow any 
occupation for compensation or profit, 
no further payment. of premium here- 
on will be required and the insurance 
will continue in force for twelve 
months thereafter, and at the death of 
the insured during said twelve months 
the sum insured will be paid in full 
less any indebtedness to the con- 
pany. At the expiration of twelv2 
months after the approval of such 
proofs, if duly requested thereto in 
writ'ne by the insured and assignee, 
if any the company will pay, in full 
settlement of this policy and in lie 
of all cther benefits and privileges 
herein provided, either one-twentieth 
of the sum insured and the sam: 
amount annually thereafter until the 


entire sum: insured has been paid, or » 


will pay the amount of annuity shown 
by Table E for the age of the insured 
at the last birthday preceding the ap- 
proval of such proofs, and the same 
amount annually thereafter during the 
lifetime of the insured, provided that 
at every such annuity payment satis- 
factory proof is furnished that the 
insured is then living. In either case 
any indebtedness to the company 
against this policy will reduce the. an- 
nual payment by the company in the 
same proportion that the indebted- 
ness bears to the sum insured.” 

Provision is also made for total and 
permanent loss of sight, the loss of 
both hands or feet, or of one hand 
and foot. The policy may be rein- 
stated any time within five years af- 
ter default in the payment of premium 
upon evidence of good health. 

Like a Bond. 

When the policy becomes a claim 
the sum insured may be paid in one 
sum or it may be left with the com- 
pany, like a bond, and interest paid 
thereon annually while the principal 
of the bond is payable thereafter; or 
the policy may be payable by equal 
annual instalments for a limited num- 
ber of years for amounts aggregating 
much more than the sum insured: or 
by the payment of equal annual in- 
stalments for a fixed period of twenty- 
five years and thereafter during the 
entire life of the payee; or by the 
payment of an annual instalment as 
long as the payee shall live, accord- 
ing to a table printed on the policy: 
or under an endowment policy by the 
payment of an annual instalment for 
twenty-five years to the insured and 


UNDERWRITER. 








beneficiary jointly, the same amount 
of instalment to be continued as long 
as either of them shall live. 

The rates for participating policies 
are as follows: 


20 Yr. 
Age Ord. L. 20 P. L. End. 
DO site te $19.73 $29.31 $48.92 
Oe. sina ee 21.75 31.53 49.25 
SP Sacre nie, Se 34.17 49.71 
eee 27.95 37.33 50.49 
ROPER E 32.59 41.43 51.95 
OP S100 ce 38.86 46.87 54.52 
DD ‘ssa sees 47.20 54.04 59.00 
ee 59.09 64.17 66.65 
eee 75.90 78.90 80.20 


the policies may be received from 
the following illustration, twenty-pay- 
ment life, age 35, premium $37.33: 

At 


End of Ex. Ins. 

Year. Years. Days. Paid-up. Cash. 
DR acestee 3 139 $ 68 $ 30 
De Aentecets 6 74 122 54 
OS Sic weteae 9 13 175 79 
eter re 11 261 229 106 
pe eee 14 46 282 133 
e skmee won 16 79 336 161 
eee ee 18 2 389 190 
D sees wks 19 193 442 219 

BP cna outa 20 308 494 250 

eee 21 362 546 28% 

_ Ree 6 599 315 

Be “Gcaxnce cee 350 650 349 

Pa chdecesume 316 702 384 

Ee Sn deunks 25 294 754 420 

eee 26 272 803 456 

) ees 27 310 852 494 

SO kaipentan 29 96 901 532 

eee 3 ae 950 572 

: ee oe Full Paid 613 

as Seles 671 

3 729 


PROVIDENT SAVINGS TO STAY. 








New York Company Concludes to Re- 
main in Texas—Has Large In- 
terests There. 





Having extensive property interests 
in Texas the Provident Savings Life 
Assurance Society of New York, has 
concluded to remain in the Lone Star 
State, although its officers deem the 
Robertson Reserve Law. passed at the 
latest session of the Texas Legisla- 
tion, most unwise. The [Provident 
Savings has considerable business 
outstanding in Texas and its manage- 
ment decided that the policyholders 
interests would best be conserved by 
continuing in the commonwealth. 





Equitable Life at Toledo. 





Business of the Equitable Life As- 
surance Society at the Toledo Agency 
is in a flourishing condition. The 
agency’s standing on Vice-president 
Wilson’s monthly bulletin shows ac- 
tivity all along the line. While the 
Equitable maintains five agencies in 
Ohio, who each stand and rank upon 
their own product, there is hardly, if 
any other State, that has more than 
one agency, through which business 
is reported, and it is therefore more 
creditable to the Ohio agencies to hold 
good position. 

Manager Frank P. Chapin is found 
in the ranks of the fifty leading per- 
sonal writers throughout the country, 
a standing for July being 
27th. 

Several new agents have recently 
been added to the force, and the out- 
look for the year’s product is very 
promising. 





Remaining In Texas. 





The Insurance Department of Texas 
on Friday last approved the reports 
of the following companies remaining 
in that State: Union Central Life, 
Northwestern National of Minneapo- 
lis, Security Life of Chicago, Citizen’s 
of Louisville, Mutual Reserve Life 
and Franklin Life. 


WITH MUTUAL BENEFIT LIFE. 





John A. Voodry Becomes Superintend- 
ent of Agents at the Company’s 
Boston Office. 





Sidney M. Hedges, of Boston, the 
widely known general agent of the 
Mutual Benefit Life, announces the ap- 
pointment of John A. Voodry, a super- 
intendent of agents for the office. A 
brief sketch of Mr. Voodry’s career 
here given indicates the manner of 
man he is: 

John A. Voodry was born in White 
River Junction, Vt., May 14, 1868. The 
early part of his life up to 18 years 
of age was spent in that State. He 
was first employed by the Boston & 
Maine R. R. as clerk in the freight di- 
vision office at White River Junction, 
Vt. This position he resigned at the 
end of one year to accept a more de- 
sirable one with the Washington Mills 
Company (American Woolen Com- 
pany), Lawrence, Mass. This position 
he also resigned at the end of one 
year, after being promoted six differ- 
ent times, to enter the life insurance 
business, which occupation he has 
since followed. During his life insur- 
ance experience he has represented 
several different companies as special 
agent in Lawrence, Lowell and Bos- 
ton, also New York, Chicago and San 
Francisco, dealing exclusively with 
men of means and writing many poli- 
cies for large amounts. Mr. Voodry’s 
first position as general agent in Bos- 
ton was for the National Life Insur- 
ance Company of Vermont, under Jas. 
T. Phelps & Co., where during a peri- 
od of five years, he paid for over $1,- 
250,000 of insurance. Jan. 1, 1901, he 
established a Speciai General Agency 
at 45 Milk street, doing business with 
many of our first class companies ut- 
der the title of “Life Insurance Ex- 
pert,” which he has continued to the 
present time, paying for over $2,000,- 
000 of insurance, the larger part of 
which being placed with the Mutual 
Benefit Life Insurance Company 
through Col. Sidney M. Hedges, Gen- 
eral Agent for Eastern Massachusetts. 

It is a well known fact that Mr. 
Voodry has insured more prominent 
Bostonians for large amounts than any 
other agent in the city. He believes 
in a “square deal” always, takes ad- 
vantage of none, and gives the best 
there is in the market to all those who 
purchase of him. 





“Has the Right Ring To It.” 





The following commendation of The 
Eastern Underwriter was received 
yesterday from a prominent general 
agent: 

“Your paper has the right ring to 
it, and I am glad to receive a periodi- 
cal which has an optimistic tendency 
in these times. ‘As a man thinketh 
in his heart, so is he,’ and as, you say 
men who believe they can write life 
insurance are writing it. I am en- 
closing you a list of my licensed agents 
to whom I wish you would send the 
August first issue, also please enter 
my subscription to “The Eastern Un- 
derwriter’ and send me bill for all 
and I shall be glad to send you check.” 





Life Association News. 





The July issue of “Life Association 
News” is a very interesting number 
and contains much advice which 
agents in the field will do well to fol- 
low. The criticism of Edward A. 
Woods, manager of the Pittsburg 
Agency of the Equitable Life, how- 
ever, seemed to be a little irony, or 
biased. (Mr. Woods has been success- 
ful in field work and is a prominent 
figure in life underwriting. Undoubt- 
edly he is sincere in his optimistic 
attitude toward the present life insur- 
ance situation, and his agency will 
make good ‘by producing the business. 
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BERKSHIRE 
LIFE INSURANCE CO. 


OF PITTSFIELD, MASS. 


James W. Hull, President. 
J. M. Lee, Actuary. 
Theo. L. Allen, Secretary. 
Robt. H. Davenport, Asst. Sec. 





This Company, with its more than fifty years 0} 
Successful and honorable practice, its solid finaf- 
cial condition, its fair and liberal policies, ali sub- 


jéct to the Non-Forfeiture Law of Mapa Gusti 
Commends itself both to policy-holder agent. 
For circulars and rates address 


EASTERN MASSACHUSETTS AGENCY, 
79 Milk Street, Boston, Mass. 


DYER & FOSS, GENERAL AGENTS. 





UNEXCELLED IN 


Favorable Mortality 
—and— 


Economy of Managemen‘ 


The Provident Life 
ad Trust Company 


OF PHILADELPHIA, 





Rates of Premium Extremely Low 
and still further reduceg by 
Annual Dividends, 





THE 
FIRST MUTUAL 


Chartered in America 


NEW ENGLAND MUTUAL 


Life Insurance Go. 
BOSTON, MASS. 











4 
Operates on a full 31-2 per cent. Re- 
serve under Massachusetts Law, 
and offers the very best possible 
security, with a safe, 
equitable contract. 





FINANCIAL STATEMENT. 


Assets, Jan. 1, 1907 $42,826,918.80 
Liabilities 38,824,520.39 
Surplus 4,002,398.41 


Benj. F. Stevens, Pres. 
Alfred D. Foster, Vice-Pres. 
D. F. Appel, Secretary. - 
J. A. Barbey, Asst. Sec’y. 
Wm. F. Davis, Asst. Sec’y. 





1860 47th Year 1907 


Home Life Insurance Company 


of New York. 

GEORGE E. IDE, President. 
re Pee $19,009,550.82 
Liabilities (including Divi- 

ddend-Endowment Fund) 17,925,901.84 
Dividend-Endowment Fund 

(Deferred Dividends) ..1,621,413.00 
OE WORN on inc wccccs 1,083,648.98 
Insurance in Force ...... 86,113,559.00 


a 





“Mr. Hughes failed to bring out a 
single questionable transaction.”—New 
York Sun, 12-12-05. 





THE YEAR 1906 SHOWS LARG- 
EST GAIN OF INSURANCE IN 


FORCE IN COMPANY’S HISTORY. 
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THE EASTERN UNDERWRITER. 


INDUSTRIAL DEPARTMENT 





GET AFTER DELINQUENTS. 





Imagine a builder devoting nearly 
all of his time replacing bricks, stone 
or any construction material because 
of inferior workmanship. He would 
soon become discouraged if paid by 
the piece and quit his job. If paid by 
the day his employers would soon 
get into the “replacing” business by 
substituting a competent workman in 
his stead. 

Now that is something analogous 
to the industrial worker who allows 
himself to become deluged with ex- 
cessive lapses. Excessive arrears, 
often due to inattention, are fatal to 
success in the industrial field. The 
Prudential Weekly Record, in one of 
its “Just a Minute” talks makes the 
following pointed comment on this 
subject: 

“In many cases where a policy is 
reported for lapse, well-directed efforts 
have not been made to collect prem- 
iums. We say ‘many cases’ advised- 
ly, because in a number of instances 
we have found that other Agents re- 
vived the policies. Insurance means 
much to such policyholders. The loss 
of its protection, even for a day, may 
mean all the difference between wel- 
fare and want. Don’t allow policies 
to lapse. Get after the delinquents 
on your debit and see that the latter 
is given a clean bill of health. Cut 
the lapses down—and out.” 





Four Thousand Guardsmen. 





When the Prudential Old Guard 
was formed in Newark, January, 1883, 
the company had a total field force— 
superintendents, assistants, agents and 
inspectors of 2,239. Since the birth 
of this organization in the Apollo 
Hall nearly twenty years ago, P. 
oO. G. has increased in numbers 
so that the roll of membership, of 
bronze men, silver men, gold men, 
diamond men and illuminated-certifi- 
cate men, now foots up to within a 
few score of a grand total of four 
thousand guardsmen. In other words, 
the Prudential Old Guard numbers 
today nearly twice as many members 
as did the entire field force of the 
company about the time the P. O. G. 
was born. 

Persistent service, like persistent 
effort is rich in its reward. In the 
first place, generally speaking, it is 
an excellent recommendation for any 
individual to be able to say that he 
has been identified with a corpora- 
tion for a stipulated period of years. 
In the second place, it is profitable 
from a financial point of view. The 
old saying “a rolling stone gathers 
no moss” may be paraphrased by say- 
ing “a wandering agent makes no 
money” and consequently soon joins 
the down and out club. Many field 
men, when unsuccessful, think that 
the reason is due to company affilia- 











IMPORTANT CHANGE IN 
LIFE INSURANCE, 


Hereafter the PRUDENTIAL 
Will be on a Non-par- 
ticipating Basis Ex- 
clusively. The NEW 
= Non-Participating Pol- 
icy Unparalleled in its 
Attractive Features. 


me SRS 
PRUDENTIAL ~<a 





Agency. 


THE PRUDENTIAL 


INSURANCE COMPANY OF AMERICA. 

\ncorporated as a Stock Company by the State of New Jersey. 

Home Office, 
Newark, N. J. 


JOHN F. DRYDEN, 
President 





tion, when in reality the blame is 
with self, 





“It’s All In the Man.” 





Considered from the viewpoint of 
the prospect July is probably the least 
favorable month in which to make ap- 
plication for insurance. 

There are a number of reasons why 
men prefer not to discuss insurance 
during that month, prominent among 
which are: (1) The general dullness 
of the mercantile business, the merch- 
ant being between seasons—the spring 
trade being entirely over and the 
fall trade not yet begun; (2) Profes- 
sional men and employes are either 
away on their vacations or are plan- 
ning the same, the available money 
for which they are unwilling to cur- 
tail by making payment on a life in- 
surance policy. (3) Those having 
financial obligations, such as notes 
or mortgages, usually are required to 
pay their interest or principal during 
July; and lastly, for the farmer July 
is undoubtedly the busiest as well as 
the most anxious month of the whole 
twelve. 

Notwithstanding the handicap under 
which we worked last month we not 
only succeeded in writing more new 
insurance than during any preceding 
month of this year, but exceeded every 
month of 1906, excepting December, 
and were less than $500,000 behind the 
very best month of 1905. 

Our July showing should not only 
encourage every representative of the 
company but it will undoubtedly stim- 
ulate all of us to do better and more 
enthusiastic work during each of the 
remaining months of this year. Our 
last month’s showing conclusively 
demonstrates both that conditions for 
writing insurance are better today 
than they have been for more than 
two years, and likewise that the men- 
tal attitude and aggressiveness of the 
insurance salesman is a more potent 
factor as determining success in life 
underwriting than business condi- 


tions—Ray W. Stevens, V. P., Illinois 


Life. 





Providence Holds Gala Day. 





Providence No. 2 staff of the Pru- 
dential held their second outing at 
Emory Park, Auburn, R.I., Friday, Au- 
gust the 2nd. There was present Supt. 
Brice, Providence No. 1, and Supt. 
Shabshelowitz, Fall River. 

They voted it was one of the best 
events that they had ever attended. 
Supt. Mohor who was the first on the 
ground was elected judge of sports 
and also crowned himself with glory 
at holding down the first base for the 
hustlers. Supt. Brice made a very 
impartial umpire while our friend 
Shabshelowitz was general disturber 
during the entire game. The winners 
of the events were as follows: 100 yd. 
dash, H. C. Hyde; potato race, P. 
Therrien; sack race, J. Small; up-hill 
race, W. E. Watters; backward race, 
C. R. Mills; shoe race, T. C. Cross. 
Tug-of-war, Providence vs. Pawtucket, 
Capt. Hayes of Providence team show- 
ed that they were superior to Paw- 
tucket team under Capt. Cross. The 
ball game was considered a draw as 
there was not sufficient paper to keep 
score, 





Tribute to Supt. Mulhall. 





At the farewell meeting between 
Superintendent Mulhall and the Sene- 
ca-Buffalo staff of the Metropolitan 
previous to Mr. Mulhall’s departure to 
assume the new and more responsi- 
ble duties at Utica, N. Y., the staff 
-presented him with the following testi- 
monial letter: 

“There was a feeling of depression 





pervaded the staff on Saturday last 
when it became known that you had 
decided to leave the district. Such a 
feeling of course was quite natura] for 
your impartial and considerate treat- 
ment of the men under your charge, 
together with your fine qualities of 
merit, your intellectual attainments, 
your thorough and complete mastery 
of every detail of the business, your 
fairness, your straight forward and 
manly character, your unexcelled qual- 
ities of leadership and your high 
ideals have all combined to make you 
deservedly popular, very much belov- 
ed and thoroughly appreciated by us 
all. 

“Early in your experience you learn- 
ed the lesson that success means sac- 
rifice, sacrifice of leisure for labor, of 
sham for sincerity. You were not 
born among flowers but by patience 
and perseverance you have transform- 
ed thorns into roses, 

“Your career with this company has 
been one of steady progress. Bvery 
position you have filled and every 
place you have been have left your 
agressiveness, and in the natural or- 
der of things it must be expected that 
your company would recognize your 
ability and from time to time say to 
you, “Well done, good and faithful ser- 
vant, come up higher.” You have 
been eminently successful here, we 
look for greater things from your new 
field. You have been (faithful to us 
and your company here. You deserve 
promotion. May God speed you in 
your onward course. We are proud 
of your advancement and we will be 
prouder still when we hear that you 
have been further advanced. 

“We cannot say ‘Farewell’ to you to- 
day. It is too sad a word for Metropol- 
itan men to say to each other. This 
company’s work is of such a nature 
that it forms a complete net work 
and future events can only determine 
what our relative positions will be. 
We do know, however, though thous- 
ands of miles may separate us, there 
will spring wp in our hearts pleasant 
memories of our associations as Super- 
intendent and Staff. 

“As a perpetual reminder that you 
have the esteem and high record of 
the brave boys of Seneca, and that 
those sentiments will always remain 
green in their memory, we ask you to 
kindly accept this slightest memento 
(a diamond scarf pin). 

What more can we say, Mr. Mulhall? 
Your light has never been hidden un- 
der a bushel. You have always been 
an inspiration to your associates, an 
example of what self-denying diligent, 
earnest, enthusiastic and well directed 
effort can accomplish; never ostenta- 
tious, always unselfish, honorable and 
clean in your business associations, 
always ‘a friend, never an enemy. 
Socially you are a prince, morally you 
are right.” 





Will You Be There? 





At the next Superintendents’ Con- 
vention of the Metropolitan, the hon- 
or of sitting at the head table, in asso- 
ciation with the officers and guests, 
will be accorded to the one Superin- 
tendent, the one Assistant and the 
one Agent who, in the judgment of the 
officers, show the most signal ability 
and success, by demonstrating the 
most points of excellence in Ordinary, 
in Industrial Increase, and in percent- 
age of Collections, and all the other 
elements that go farthest to form a 
perfect record. 





T. R. Evans, superintendent of the 
Prudential at Zanesville, O., has been 
transferred to the St. Louis No. 1 dis- 
trict of the company. Mr. Evans is 
one of the most successful men in the 
employ of the company and this pro- 
motion will give him a wider field of 
action. 





Fourth Vice-president Ayers and Su- 
perintendent of Agencies Kavanagh, of 
the Metropolitan, visited the com- 






“~~ 
pany’s Iroquois (Buffalo) district on 
Saturday, July 27th, and addressed 
the staff. 





H. N. MeGeoch, superintendent of 
the Prudential at Baltimore is enjoy- 
ing a wellearned vacation of two 
weeks’ at Royal Oak, Md. “Mac” says 
he wants to forget business during 
this period, but it is a safe gamble 
that he wont. 





Henry A, Schmidt, one of the suc- 
cessful men under Superintendent 
Johnson of the Baltimore No. 1 district 
of the Prudential has been appointed 
one of the Ordinary Instructors of 
the company taking effect August 12. 
This is one of a long list of promo- 
tions to the credit of Baltimore No. 1 
and indicates that it is being manag- 
ed in a high grade manner. Superin- 
tendent Johnson and his staff quite 
naturally feel highly honored by this 
selection from their midst. 





Entering Arkansas. 





Application for admission to Ar- 
kansas has been filed by the National 
Surety Company of New York. 





Superintendent Geo. W. Flash, of 
the Williamsburg, Brooklyn, District, 
of the Metropolitan, gave his assist- 
ants a dinner August 2nd which they 
enjoyed very much. Each assistant 
pledged to write a considerable 
amount of Ordinary during his ab. 
sence, as he goes away on his vaca- 
tion. The district will hold its outing 
the week after the Superintendent re- 
turns. 





The Germantown-Philadelphia dis- 
trict of the Metropolitan, presided over 
by that grand “old guard” “Jim” Sut- 
ton Holmes, is still producing and will 
continue to produce a highly flavored 
brand of select industrial and ordin- 
ary life insurance. Jim can always 
vouch for the quantity. 





Mauagers Wanted 
IN 


RHODE ISLAND, DELAWARE AND 
NEW JERSEY. 


Address: 
A. P. Earle, General Manager. 


Reliance Life 
Insurance Co. 


OF PITTSBURGH 








James H. Reed, President 
Paid Up Capital $1,000,000.00 
CAUTION, 


D° you know that excessive CAUTION 
—carried to the extent of timidity—is 
responsible for more failures than pre- 
cipitancy ? An EFFORT, venturesome 
though it may be, is better than to be 
forever ‘‘Getting Ready.”’ 

Have vou ever felt chagrinned that you 
are not further advanced than you were 
this time last year? Time is flying— 
every minute counts. The remedy for all 
this is work without worry. The worry 
will get you nothing; the work will 
yield you large returns. 

WE WANT CONSCIENTIOUS WORK- 
ERS. We are so confident of results if 
the honest effort is made that we will 
pay commissions equal to those allowed 
under the Armstrong Law aud JN ADDI- 
TION pay a salary sufficient to keep the 
wolf from the door. 

If you have the elements of success in 
your make-up let us show rou how to 
make the most of them. Write to-day. 


Address JOHN T. MARTINDALE, Vice-President 
Box No. 188, Indianapolis, ludiana. 
Correspondence Strictly Confidential. 
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MR. PUTNAM’S RETIREMENT. 





The Eastern Underwriter regrets to 
announce that Henry H. Putnam, 
founder of the Journal of Insurance 
Economics, to which the Eastern Un- 
derwriter is the successor, has been 
obliged, because of his increasing 
duties as Secretary of the National 
Association of Local Fire Insurance 
Agents, to dispose of his interest in 
the stock of the Eastern Underwriter 
Co., and to retire from active partici- 
pation in insurance journalism. 

This arrangement dates from June 
1st, 1907. Since then the manage- 
ment of the Eastern Underwriter has 
been in the hands of Messrs. B. F. 
Hadley, George A. Watson, and T. 
H. Swartz. In connection with this 
announcement we take pleasure in 
publishing the following letter from 
Mr. Putnam: 

“Having spent twenty years in in- 
surance journalism, I do not easily 
give it up; but 1 cannot do my duty to 
the organization which has expressed 
a desire for my services and at the 
same time fulfill my obligations to 
journalism. I shall remember always 
the pleasant friendship made with fel- 
low journalists, an association which, 
fortunately, I feel assured, will con- 
tinue without a break, 

“The Eastern Underwriter has my 
warmest wishes for success in the 
special field of endeavor it has chosen. 
I particularly hope that it wil] hold 
and secure the support from insurance 
men necessary to carry out the ambi- 
tion of its proprietors to make a live 
weekly newspaper for a well defined 
territory.” 

We may be pardoned for saying a 
word in regard to Mr. Putnam as we 
have known him and have found him 
in the short period of our busi- 
ness association. Though on the 
sunny side of forty, Mr. Putnam has 
spent some twenty years in journal- 
istic work, principally with The Stand- 
ard of Boston, and the journal of his 
creation—The Monthly Journal of In- 
surance Economics. The latter publi- 
cation was established upon unique, 
and we might say, original lines. 
The customary method of canvassing 
jor support preliminary to publishing 
the initial number was dispensed with 
from the start Insurance Eco- 
nomics, with the small subscription 
price of $1 per year, sought patronage 
entirely on the basis of merit. If 
Mr. Putnam during the earlier years 


and 


E EASTERN 


of the publication, ever visited an 


office for patronage—advertisement 
or subscription—we have not heard of 
it. 

Mr. Putnam believed that a field 


existed for a journal devoted to the 
economic phase of insurance affairs. 
and therefore centred his efforts 
along classic or educational lines. In 
addition to the high grade work of 
its editor, Insurance Economics be- 
came a recognized medium for record- 
ing the opinion of experts on under- 
writing subjects. The success achiev- 
ed demonstrated its excellent charact- 
er. 

Personally Mr. Putnam has been 
greatly misunderstood. He is, and 
always has been, a leading exponent 
of the “square deal” idea. A criticism 
of self or his views was published as 
freely as his own writings, readers 
thereby being privileged to hear both 
sides. In the transaction of business, 
he is ruggedly honest and absolutely 
above reproach. We deem it an honor 
to have been associated with such a 
man, and deeply regret that circum- 
stances compelled a severance of our 
business relations. We earnestly wish 
Mr. Putnam the greatest possible suc- 
cess for the future. 





LOCAL AGENCY ORGANIZATIONS. 





Considering the many “jabs” at the 
National Association of Local Fire In- 
surance Agents which have appeared 
in print of late, it would be interest- 
ing to know what interests are con- 
cerned thereby, or from whence eman- 
ates the criticism. Generally speak- 
ing the Association has for many years 
received such marked evidences of 
approval from home offices that the 
criticisms can hardly be termed as 
representing managerial thought. In 
his address at Elmira, Frank Lock, 
United States manager of the Atlas of 
London, a careful observer and stu- 
dent of fire insurance affairs un- 
doubtedly expressed the sentiments of 
managing underwriters in the follow- 
ing: 

“In so far as the movement contem- 
plates a proper community of inter- 
est amongst the agents, and in so 
far as the movement has been con- 
ducted along safe and conservative 
lines as in the past, I would say that 
the majority of company officers have 
heartily favored it. Such cordial rec- 
ognition is likely to be continued so 
long as the movement continues on 
conservative lines; and while it Is 
your pleasure to see that the men 
prominent in your counsels and hon- 
ored in your official positions are of 
such character as in the past and at 
present—men who stand for the very 
best element of your business—there 
is but little to fear.” 

With such a strong endorsement 
frank expression of confidence 
there would seem to be little need of 
referring to the splendid work achiev- 
ed by this body. The principles ot 
the organization are: 


and 


Protection to agency interests; pre- 
vention of rise of evils; securing of 
reforms in such matters as multiple 
agencies and over head writing; es- 
tablishing the claim of the agent to 
ownership of business; prevention of 
rate wars. Another feature which 
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attacked vigorously is the 
the cut-rate, non-resident 


has been 
work of 
broker. 

It may be said that the above ob- 
jects are mainly of a selfish nature 
and that-therefore the aim of the as- 
sociation, being purely in the inter- 
est of the local agent, should receive 
little if any consideration from other 
sources. However, contentions along 
the line will not bear scrutiny. In 
the handling of questions of the above 
nature managing underwriters have 
not failed to note that the associa- 
tion while striving to better the con- 
dition of the local agent, has no desire 
to do so at the expense of the com- 
pany. At no time have demands been 
made for increased compensation and 
the enforcement of ideas under the 
rule or ruin method of the average 
trades union. Efforts have been con- 
ducted along educational and co-oper- 
ative lines. We have no desire to say 
that all good and worthy local agents 
are members of the association, un- 
questionably it is a channel through 
which the best may be improved. 

Creditable as may seem the work 
of the Local Agents’ Association in 
the past it has a more important mis- 
sion in the future, namely, prosecut- 
ing a campaign of education among 
legislators and the public. Mr. Lock 
fully stated the situation in the fol- 
lowing: 

“It is hopeless for us companies 
to attempt to influence or educate 
the public in a direct way. They 
will have none of it. * * * People 
distrust anything and everything that 
comes from our side. Into our legis- 
latures are introduced anti-compact 
laws, anti-co-insurance laws, valued 
policy laws and other similar abom- 
inations. We approach the legislat- 
ures purely in the way of common 
sense argument, and the result is that 
the measures are pushed along by 
that very fact because what the com- 
panies oppose must be good for the 
community! Anything more fatuous 
or short sighted it is impossible to 
imagine, but -it is the fact, although 
we do not impugn the motives of 
those who so argue. Therefore we 
come to you (local agents) and say 
to you, ‘You must educate the com- 
munity.’ ” 


It requires no argument to demon- 
strate that this work, together with 
the campaign of publicity for the re- 
duction of the fire hazard, can be con- 
ducted most successfully through or- 
ganized effort. In this the local agents’ 
association can and will be a most 


potent factor, notwithstanding the 
puny yelps of a disgruntled few 
with personal axes to grind. 





TROUBLE IN COLORADO. 


The Mutual Life has been asked to 
show cause why its license to trans- 
act business in Colorado should not 
be revoked. The circumstances are 
such that Insurance Commissioner 
Rittenhouse will, it is believed, readily 
exonerate the company when fully 
cognizant of the situation. 

In the early part of 
the Mutual Life applied for 
licenses for all its agencies, 
at least the proper clerk did. A short 
time ago an agent of the company 
in Colorado embezzled of its 


the year 


some 





funds and after dismissing him from 
the service, the insurance commission- 
er was asked to revoke his license. 
It was then discovered that no license 
had been granted for 1907, the clerk 
having neglected to include this name 
among others. That it was purely a 
clerical error, no indications appear- 
ing to involve the company, is shown 
by the application for a cancellation 
of the license. 

Another case of trouble with the 
Colorado Insurance Department over 
agency licenses is that of the Eagle 
Fire, of this city. The company over- 
looked applying for eleven licenses 
when paying its taxes for this year. 
Recently an agent called attention to 
the fact that the 1907 license had not 
been received, and it was then dis- 
covered that application had not been 
made for any agency licenses in Col- 
orado. A letter of explanation with 
a check for the small amount covering 
license fees was sent to the depart- 
ment, but Commissioner Rittenhouse 
suspended the general license of the 
company, pending an investigation. 

It is unfortunate that such errors 
occur, but they do, owing to the fal- 
libility of human nature. For this 
reason one can afford to be charit- 
able in imposing penalties. 





WHAT ENTHUSIASM DOES. 





When Napoleon Bonaparte appeared 
as a leader of the armies of France, 
it was the opinion of military men of 
the .ime that all devices in the art of 
war nad been exhausted. This is the 
mental condition of the insurance so- 
licitor who exclaims—‘My territory is 
worked dry.” “I have used up all the 
material in sight.” 

As a cure for such a state of mind, 
which paralyzes the energies, revive 
your mest stubborn cases, act prompt- 
ly. Indecision and inaction will never 
bring any kind of success. 

The agent must be like the great 
general before whose resources every 
obstacle vanished. “There shall be 
no Alps,” he exclaimed, and he con- 
quered Italy notwithstanding this bar- 
rier. Deciding what was to be done, 
he did it with might and main. 

To stand still in a life insurance 
agency is to lose ground. 

Create opportunity. Seize every oc- 
casion. Apply the virtues of deter- 
mination, personal attention, and hard 
and thorough work. 

At Arcola, Napoleon won the battle 
with twenty-five horsemen. He seized 
the moment of lassitude on the part 
of the enemy, gave to each mana 
trumpet and gained the day by the 
infection of enthusiasm. 

All obstacles may be overcome by 
the determined agent, particularly if 
he has at his back a company whose 
affairs are so economically and wisely 
administered, and which issues a pol- 
icy granting such maximum protec- 
tion at minimum cost as the Wash- 
ington Life-——Theo. T. Johnson, Sec- 
ond Vice-President Washington Life. 





Talk of Million Dollar Company for 
Texas, 





Edwin Chamberlain of San Antonio, 
argues that the recent withdrawal of 
a large number of life insurance com- 
panies from Texas in consequence of 
the operation of the Robertson law, 
creates an excellent oppertunity for 
a new institution. He proposes form- 
ing a company with a capital of $1,- 
000,000, and will have the active co- 
operation of a number of prominent 
business men of the State to that end, 
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FIRE INSURANCE DEPARTMENT 





CALLED TO GERMANY. 





H. C. Buchenberger Likely to Succeed 
Late S. Dorrien as General Di- 
rector of Hamburg Bremen. 





When the directors of the Hamburg 
Bremen Fire, of Hamburg, meet the 
latter part of the present month to 
elect a successor to the late Sophus 
Von Dorrien as general director of 
the company, it is highly probable that 
their choice will be H. C. Buchen- 
berger, associate manager of the cor- 
poration’s United States branch, and 
a most scholarly and affable gentle- 
man. Mr. Buckenberger is at present 
in Germany managing the company’s 
affairs, having been called abroad im- 
mediately the fatal nature of Mr. Von 
Dorrien’s illness developed. 

Of excellent family and highly es- 
teemed Mr. Buckenberger’s introduc- 
tion into fire underwriting affairs oc- 
cured years ago when he became pri- 
vate secretary to Mr. Dorrien, then 
United States manager of the Ham- 
burg-Bremen. In 1883 Mr. Dorrien be- 
ing made general director of the 
company, F. O. Affeld and H. C. 
Buckenberger were named as his suc- 
cessors, positions they have since con- 
tinuously held. Modest and retiring, 
Mr. Buckenberger has not the wide 
acquaintance among fire underwrit- 
ers enjoyed by many of his official 
associates, but wherever known he is 
held in high respect. Should he take 
up his residence in Hamburg it would 
be necessary to name his successor 
in this country. 





LIQUIDATION PROBABLE. 





Fireman’s Fund Sells Home Fire and 
Marine—Latter Company Will 
Be Liquidated. 





Owing to the fact that several of 
the insurance departments object to 
an insurance company owning the 
controlling interest in another organ- 
ization, especially of the same kind, 
the Fireman’s Fund Insurance Com- 
pany of San Francisco has sold the 
Home Fire & Marine to the Firemen’s 
Fund Insurance Corporation which 
was organized after the great fire to 
earry on the business of the Fire- 
man’s Fund Insurance Company until 
the latter could be rehabilitated. The 
capital stock of the Home Fire & 
Marine is $300,000. The price paid 
the Fireman’s Fund Company was 
$260,000. It is not thought that the 
stockholders of the Fireman’s Fund 
Insurance Corporation will keep up 
its organization and it is likely that 
both the corporation and the Home 
Fire & Marine will be liquidated. It 
is thought that corporation will make 
something of a profit out of the Home 
Fire & Marine at the price paid. 





ITS POSITION DEFINED. 
Local Agents’ Association of Louisi- 
ana Favors Flat and Contingent 
Commission Plan. 





That there be no uncertainty as to 
how the members of the Louisiana 
State Association of Local Fire Insur- 
ance Agents stand on the question of 
compensation, the following resolution 
was adopted at the recently held an- 
nual meeting of the organization: 

“Resolved, That the Louisiana State 
Association of Local Fire Insurance 
Agents this day in convention at New 
Orleans, La., hereby express to the 
National Association of Local Fire 
Insurance Agents and the fire insur- 
ance companies operating in Louis- 
iana that it is to the best interest of 
the fire insurance business that the 
compensation of all local agents be 
based on a flat and contingent com- 
mission; be it further 





“Resolved, That this association re- 
fer the entire matter of compensation 
to local agents to the National Asso- 
ciation of Local Fire Insurance 
Agents, whom we urge to appoint a 
committee for conference with a com- 
mittee of company officials looking to 
an equalization of local agents’ com- 
missions throughout the United States 
and fixing the compensation upon a 
flat and contingent basis; be it furth- 
er 

“Resolved, That this association is 
opposed to graded commissions.” 





BACK IN BUFFALO. 





North British and Mercantile Again 
Writing in City From Which It 
Withdrew In 1905. 





Now that certain of the improve- 
ments in the water system of Buffalo, 
demanded by the engineers or the 
National Board of Fire Underwriters, 
have been effected, and others are in 
process of completion, the North Brit- 
ish, and Mercantile, of London, which 
closed writing there in December, 
1905, through fear of conflagration 
hazard, has appointed new agents and 
is once more writing business in the 
city. Its present representatives are 
Wood, Hall and Company. The com- 
pany was formerly in the agency of 
Clark Groves and Company, where it 
had been for over twenty years. 

The North British and Mercantile 
of New York, which likewise with- 
drew from Buffalo nearly two years 
ago, also goes back, its agency being 
placed with Fitzgerald and Morgan. 

At the time the North British and 
Mercantile left Buffalo the German 
American changed its agency, restrict- 
ing at the same time its committments 
in the city’s congested district. 





GOES TO DAN PRENTICE. 





Suburban General Agent of Pennsy!l- 
vania Has New York State Ad- 
ded to His Field. 





Speculation as to what disposition 
the Pennsylvania Fire would make of 
its New York State field, which has 
been rife ever since the death of 
Charles R. Knowles, of Albany, its 
long time general agent in the terri- 
tory, was set at rest some days ago 
with the official announcement of 
Daniel Prentice’s appointment. Mr. 
Prentice has for years represented the 
Pennsylvania Fire in suburban New 
York and Northern New Jersey. In 
addition to his former field he will 
now have charge of all of New York 
State outside the Metropolitan Dis- 
trict. 

The Insurance Company of North 
America, Alliance of Philadelphia and 
the Philadelphia Underwriters are 
still in the old Knowles office, and it 
may be that they intend continuing 
with the present staff. 





Secure Buffalo Representation. 





John A. Murphy and Company, of 
Buffalo, have been appointed local 
agents of the Austin Fire, of Dallas, 
while C. Lee Abell, of the same city 
will represent the Commonwealth Fire 
of Texas. Immediately the Walla 
Walla Fire, of Washington, be ad- 
nitted to New York State, which will 
be shortly, its Buffalo agency will be 
placed with Smith, Davis and Com- 
pany. All of the appointments above 
noted were made by W. G. Whilden. 
of Whilden and Hancock, New York 
City, general agents of the Austin, 
Commonwealth and Walla Walla. 





A New York city visitor is Secre- 
tary W. D. Denney of the Delaware 
Fire of Dover, 


SUBJECTS SELECTED. 





Matters That Will Be Discussed at 
the Richmond Convention of 
Fire Agents. 





It will certainly not be the fault of 
the management of the National As- 
sociation of Local Fire Insurance 
Agents’ if the next annual gathering 
of the organization to be held at Rich- 
mond, Va., late in September, be not 
the most profitable to the members 
held thus far. The topics selected for 
consideration are of pronounced inter- 
est to local agents, and it will be sing- 
ular indeed, if as a result of the dis- 
cussions upon the floor of the conven- 
tion hall, light be not thrown up- 
on many subjects not troubling the 
business getters. Here is a list of the 
topics scheduled for treatment: 

Public Attitude Toward Fire Insur- 
ance—Gov. Claude A. Swanson of Vir- 
ginia. 

Relation of Companies to Agency 
Associations—Frank Lock, New York, 
Manager Atlas Insurance Co. 

The Field Man and Agency Asso- 
ciations—Carrol] L. DeWitt, Chicago, 
General Agent Newark Fire Insurance 
Co, 

Relation of the State to Fire In- 
surance—James V. Barry, Insurance 
Commissioner, Lansing, Mich. 

Schedule Rating, Dean Analytic, 
Universal Mercantile, Need of a Uni- 
form System—Charles B. Weil, Mil- 
waukee, N. C. 

Incorporated Agencies—J. H. South- 
gate, Jr., Durham, N. C. 

Trust Lines, How Consolidated In- 
dustries Shall Be Written, Protection 
of Agency Interests Against Broker- 
age Competition, Methods Necessary 
to Meet Special Needs. 

Multiple and Side-Line Agency Ap- 
pointments, Duplication of Represen- 
tation in Large Cities, Growth of the 
Side-Liner in Country Places. 

Ownership of Expirations, Transfer 
Lists in Cases of Reinsurance, Atti- 
tude of National Association Towards 
Control of Expirations by Rate Wars. 


Overhead Writing, Jurisdiction of 
Agents, Meaning of “and vicinity” 
Clause, Recognition of Claims for 


Neutra] Territory. 

Obligation of Companies Co-operat- 
ing With the National Association, 
Good Faith a Necessity, Selection in 
Placing Business, 





BAD FIRE AT MORAVIA. 





Thriving New York Village Suffers 
Serious Blaze — Incendiary 
Thought to be at Work. 





Moravia, N. Y., August 4—Early on 
the morning of the 30th ultimo., the 
Masonic block on Main street was 
found to be in flames. The fire, un- 
der good headway, quickly spread to 
the adjoining buildings, and though 
the local fire department was unusual- 
ly active its efforts availed but little. 
Assistance from Auburn was tele- 
graphed for, and quickly rendered, 
apparatus being carried over the in- 
tervening distance of eight miles, 
within sixteen minutes. The Lock 
Chemical Hose was also called in and 
through the united efforts of the 
three departments the fire was final- 
ly subdued. 

The estimated losses are as follows: 

Masonic Block, building and con- 
tents, value $12,000, total loss with 
insurance of $8,000; George Foote, 
harness store, building and_ stock, 
value $6,000, total loss, with insurance 
of $2,700; Wm. Greenfield, building, 
valued at $7,000: 75 per cent. loss 
insurance, $3,500; Opera House 
Block, valued at $10,000, 20 per cent. 
loss. 

The tenants of above buildings had 
losses as follows: F. B. Jones. groc- 
ery stock, valued at $1,000, total loss, 
insurance, $900; A. T. Hoyt, jewelry 
stock, valued at $3,000, 10 per cent. 
loss, insurance $600; J. B. Downing, 


grocery stock, value, $1,200, 80 per 
cent. loss, insurance $1,000; Helm & 
Baird, hardware, loss $700; C. H. 
Sperry, furniture store, loss $600;  E. 
C. Palmer, bowling alley and billiard 
room, loss $500; Dr. J. I. Horton, 
dental office, loss $300; Farmer's 
Mutual Fire Insurance Co., office fix- 
tures, loss $200; F. Schaff, household 
goods, loss $300; C. Wilfong, house- 
hold goods, loss $300. 

It is supposed that the fire started 
in the rear of the grocery store of F. 
Bb. Jones, on the first floor of the Ma- 
sonic Block, where about a month 
ago a small fire originated, doing 
damage to the extent of several hund- 
red dollars. The people of the village 
firmly believe both fires -were of in- 
cendiary origin and the fact that the 
fire bell on the Fire Department En- 
gine House was muffled, lends 
strength to their belief. 

The village authorities have started 
an investigation, with a view to dis- 
covering, if possible, the true cause 
for so great a loss to not only many 
of their best citizens, but to the vil- 
lage itself. 





A VETERAN MANAGER GONE. 





George D. Dornin, Pacific Coast Rep- 
resentative of Springfield F. & 
M., Passes Away. 

At the ripe age of 76 years and ac- 
tive to the end, George D. Dornin, of 
San Francisco, long the Pacific Coast 
manager of the Springfield Fire and 
Marine, and one of the best known 
and respected fire underwriters on the 
other side of the continent, died some 

days ago. 

Mr. Dornin had been in the fire in- 
surance ‘business for nearly half-a- 
century, serving successively as local 
special and general agent, company 
officer and department manager. In 
every position he displayed exception- 
al ability and proved faithful] to his 
trust, 

Mr. Dornin had an intimate knowl- 
edge of insurance affairs and was an 
occasional contributor to the Eastern 
Underwriter and other insurance pub- 
lications. Of a kindly and courteous 
disposition he was blessed with many 
friends, who will long affectionately 
regard his memory. Mr. Dornin’s chief 
associates in his were his son and 
grandson. 





San Francisco Brokers Organize. 





The San Francisco Fire Insurance 
Brokers’ Association is a new creation 
on the West Coast. Its initial mem- 
bership was three hundred brokers, 
all exclusively engaged in the fire in- 
surance business and pledged not to 
cut rates or rebate. Commissions are 
restricted to 25 per cent. upon prefer- 
red business and 15 per cent. on all 
other classes. The companies repre- 
sented in the Pacific Board promise to 
write business only through licensed 
members of the new organization. 





Entered in Pennsylvania and Mary- 
land. 

The Walla Walla Fire, of Washing- 
ton, is now ready to write business 
in Pennsylvania and Maryland, hav- 
ing recently been licensed in both 
States. To the wide territory previ- 
ously handled for the company by 
Whilden and Hancock, of New York, 
has been added the State of West 
Virginia. 





The Boston 
writers has rescinded the explosion 
clause in use there and authorized 
the preparation of a new clause con. 


Board of Fire Under- 





forming to the new law of Massa- 
chusetts. 
The National Lumber of Buffalo 


has appointed Carstens and Earles, 
Inc., of Seattle, its general agents for 
the Northwest. 





AS PUBLIC EDUCATORS. 





Opportunities Open to Local Agents 
to Perform Excellent Civic 
Service. 





Among the noteworthy addresses 
delivered before the annual meeting 
of the Kentucky Local Agents’ Asso- 
ciation, a short time ago, was one by 
W. B. Flickinger, upon the subject of 
“The Local Agent and His Duty as a 
Citizen.” The matter is applicable to 
the agent of New York and other 
States equally with those resident in 
Kentucky, and for the benefit of the 
former we reproduce Mr. Flickinger’s 
address herewith: 

Local Agents and His Duty. 

My Subject:The Local Agent and 
his duty as a citizen, is a broad one. 
In speaking of the local agent without 
any further qualifications, I have in 
mind a representative one, as many 
are and all should be; an insurance 
agent cannot be a good one, unless 
he is a good citizzen as well. He 
should be an active part of the civic, 
commercial, industrial and political 
life of the community. This he could 
do by gaining membership in organiz- 
ations interested in these various de- 
partments, or by being active in the 
support of the policies for which they 
stand. If the question of insurance 
comes up for discussion, he would be 
ih a position to enter into it and give 
his fellow members the benefit of his 
knowledge and experience. In many 
instances, his efforts would prevent 
unwise and unwarranted action. 

He should be equipped to meet 
every unjust attack on his business 
and have the courage to manfully ex- 
press his convictions. It is this lack 
of courage on the part of the local 
agent which convinces the public that 
there is no justification for our post- 
tion when demanding what we consid- 
er essential for the safe conduct of 
our business and gives encouragement 
to antagonistic action, especially in 
legislative enactments. 

The local agent is on confidential 
terms with his patron to a more or 
less degree. He is permitted to in- 
spect his manufacturing plant, to ex- 
amine his mercantile establishmenr, 
and becomes familiar with the various 
processes and methods. This gives 
him an equipment and affords him an 
opportunity to make himself a most 
valuable citizen; in addition to this, 
he must be thoroughly versed in the 
science of his own profession. He 
should familiarize himself with the 
schedules so that he is able to show 
his patron not only how his rate is 
made, but how it can be reduced by 
improving the conditions which are 
responsible for his rate. 

Efforts of Companies. 

The present efforts of the companies 
more than ever before are directed 
toward the equalization of rates. This 
is being accomplished by the scientific 
annalysis of the various hazards and 
their measurement by schedules ac- 
knowledged to be the best yet devised 
If this system is not interfered with 
and receives the earnest support of the 
local agents and the public, it wilt, 
without question result in rates fair 
and equitable to both company and 
patron. 

Any law which prevents the free 
co-operation of the companies in com- 
bining their experience on the various 
classes and the making and enforce- 
ment of rates, based on this combin- 
ed experience, is harmful and against 
sound public ‘policy. Such a law 
makes the equalization of rates im- 
possible. 

Discrimination in rates is invari- 
ably unjust to the small property 
owner who is compelled to pay a high 
rate in order that some very large in- 
terest may be favored with an unwar- 
rantedly low one. We need more good 
faith in business; insurance is a busi- 
ness founded on good faith. 

One of the important duties as a 
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citizen is to show the public that there 
is a community of interest between 
the company and the policyholder; 
that an injury inflicted upon one in- 
terest will injure the other; that the 
company requires adequate premiums 
to continue in the business and that 
the public requires sound and ade- 
quate indemnity to maintain its credit. 
It is, therefore, a matter of vital im- 
portance that every encouragement be 
offered for the free and cordial co- 
operation of companies and policy 
holders. so that they work together 
intelligently and effectively to reduce 
the wealth destroying fire waste. 

Nothing would be more effective in 
breaking down the unfortunate pre- 
judices now existing on the part of 
the public, than by taking the people 
into our confidence and in an open and 
frank manner discuss the perplexing 
problems which difference of opinion 
is certain to present. Most satisfact- 
ory results have been obtained in 
States and communities where this 
course has been pursued. 

Agent the Educational Medium. 

The local agent is the natural med- 
ium and most available instrumental- 
ity through which the public can best 
be informed as to the underlying prin- 
ciples and science of fire underwrit- 
ing. He can, if he will, create a 
wholesome public opinion which the 
politician cannot ignore.. The local 
agent should make it clear to the pub- 
lic that insurance is mutual in prin- 
ciple even when conducted by stock 
companies; that people are responsi- 
ble for conditions; conditions are re- 
sponsible for fires and fires are re- 
sponsible for rates; that fire insur- 
ance rates cannot be reduced by the 
mere passage of a law unless its en- 
forcement results in improved condi- 
tions. 

The local agent should be active in 
civic matteis, so that when improve- 
ments in the water supply or fire fight- 
ing facilities are desired, he will be ir 
a position to urge these improvements 
and demonstrate to the people thei: 
importance and benefit. 

The local agent should be active in 
poiities; better be on the minority 
side than be indifferent. “The honest, 
disereet and God-fearing statesmen,” 
+¢ my frien? Allison calls them, can 
do so much injury to your interests, 
that it behooves you to be in a posi- 
tion where the politician considers iv 
prudent that you should not be entire- 
ly ignored. Make the politicians un- 
derstand that you as a citizen have 
rights that must be respected and 
that the interests you represent, while 
asking for no special favors, yet de- 
mand the fair treatment due any 
legitimate enterprise. 

The demagogue and the cheap poli- 
tician, or reformer, as he prefers to 
be known, can always be counted as 
being opposed to any enterprise which 
has the apearance of success. Public 
interest demands that these characters 
be kept out of political and official 
position. 

The fact that the public must finally 
bear the burden imposed upon any 
legitimate enterprise is overlooked or 
ignored by these alleged reformers in 
their anxiety to regulate the business 
of others, of which they. know nothing. 
The assurance of these’ men is as- 
tounding. The fact that some of the 
brainiest and most capable men, men 
of the highest type of honesty and in- 
tegrity, have spent a life time in try- 
ing to master the science of the bus- 
iness, and insist that certain methods 
are necessary to the safe conduct of 
it, has little or no weight with these 
would be reformers. 

Beware the Demogogues. 

Where increased expense compels 
an increase of cost to the consumer, 
then the reformer grows louder in his 
denunciation of those interests, ne- 
glecting, however, to say that the in- 
creased cost was due to his own ac- 
tions. Ignorance, prejudice and venal- 
ity are three fruitful sources from 


which vicious, harmful and oftimes all 
but destructive legislation emanates. 

Ignorance can scarcely be excused, 
with ail the avenues at present open 
to gain knowledge, still there is some 
hope for those who are only ignorant. 

Prejudice is blind, because it wilt 
not see. It seeks no knowledge, it 
desires no information, i¢ simply aims 
to injure or destroy. If it can be so 
directed, it should be allowed to beat 
itself against the shafts of reason 
until it falls exhausted. Reason may 
then dethrone prejudice. 

The corrupt legislator, and unfort- 
unately all legislatures are not free 
of them, frequently introduces num- 
erous measures to regulate corpora- 
tions, his special favorite being insur- 
ance companies. He grows loud and 
perhaps eloquent in denouncing these 
heartless and grasping corporations. 
Facts are of little consequence to him; 
have no convincing power. He stands 
for the dear people, but his stand is 
generally very dear to the people. Fre- 
quently his proposed method of reg- 
ulation would involve the interest af- 
fected in ruin, but this does not re- 
strain the statesman. It makes him 
all the bolder and more hopeful that 
some satisfactory means will be adopt- 
ed to enlighten him and to show him 
the error of his way, so that he would 
consent to the withdrawal or defeat 
of the measure. 

It is safe to say that had fire insur- 
ance companies employed such means, 
statute books would now be free from 
many of their vicious and unjust laws 

Fearing that their constituents 
might be led to believe that they had 
been improperly influenced by the rep- 
resentatives of these corporations, 
many honest members vote for these 
‘tariff for revenue only” bills. Here 
is where the local agent should per- 
form a most important duty as a citi- 
zen. He should inform his clients 
the purpose and effect of this kind of 
legislation. Little or no difficulty will 
be met in inducing your patrons to 
write letters to their representatives, 
pointing out the objectionable feat- 
ures in the pending measures. 

Keep Posted on Legislation. 

The local agent should request his 
representatives to promptly furnish 
him with copies of all bills affecting 
his interests and to keep him advised 
as to their progress. When requested 
or appointed to go to the Capitol to 
present arguments before committee, 
or to his own representatives, he 
should promptly respond. This is per- 
fectly proper and legitimate. The 
right of appeal is invariably granted 
and it would surprise most of you to 
know how effective this appeal is 
when made by a member’s own con- 
stituency. Truth is founded on fact. 
We should be in the hands of truth 
and obey its commands. Holyoke 
said “A real lover of truth is glad to 
have any error into which he may 
have fallen pointed out, that he may 


COMPANY COMMITTEE ON COM- 
MISSIONS. 

(Continued from page one.) 
ager of the Atlas Assurance, and J. 
L. Cunningham, President of the 
Glens Falls. 

It is a representative committee 
both as to men and companies. It is 
planned to have a conference with 
agents in the fall following the na- 
tional convention at Richmond. When 
the commission question was discus- 
sed at the Indianapolis convention and 
action taken favoring a uniform flat 
and contingent compensation, with 
certain other collateral reforms which 
would benefit agency interests, it was 
anticipated that this action might lead 
to suggestions from the companies re- 
lative to the problem. It seems prob- 
able, therefore, that the National As- 
sociation will consider it unnecessary 
to take any further action until the 
wishes of the companies have been ex- 
pressed -in the forthcoming confer- 
ence,—“‘American Agency Bulletin.” 
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Unusually well equipped for placing 
with high-grade companies, the sur- 
plus business of out of town agents. 
Correspondence invited. Prompt and 
efficient service guaranteed. 
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A. G. BULLOCK, President. 
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ONLY ONE COMPANY HAS 


1. The Most Liberal Policy Cont- 
ract. ‘ 
2. The Greatest Amount of Securi- 
ty Behind It, 
3. The Best Commission and Con- 
tract for the Agent. 
We want a District Manager in 
every center where we have no 
branch offi:e. Attractive terms 
and non-forfeitable renewals to 
good men. Write at once. 
FRANKLIN W. GANSE 
Vice-Pres. and Director 
of Agencies. 
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avoid it in the future.” 

Sound logic can always be success- 
fully employed against sophistry when 
dealing with honest men. The over- 
whelming majority of the people are 
honest and believe in fair play and 
justice. In your state doubtless, ow- 
ing to the activity and intelligence ot 
your agency forces in presenting your 
side of the case, and the willingness 
of your representatives to be fair, you 
are comparatively free from vicious 
laws. As a natural result the average 
rate in your State is low when com- 
pared with the loss ratio. 

In some States the local agent is 
treated like an otitlaw, instead of a 
free, helpful and hotiest citizen. In 
such States it is not ofily a duty as a 
citizen, but a duty he owes to himself, 
that he join forces with his brother 
agents in demanding that they should 
not be singled out as a special class 
whose rights and prerogatives as citi- 
zens be invaded or destroyed. 





A “HOME” GATHERING. 





Interesting Time Had At Formal 
Opening of New Insurance 
Building. 





Transacting a larger business in 
Maryland than any other fire insur- 
ance company it was fitting that the 
Home of New York should have a 
building of its own at Baltimore. The 
new structure, situated on the south- 
west corner of Water and South 
streets, is substantially built and most 
conveniently arranged for the. pur- 
poses intended. 

At the formal opening held some 
days ago, a joint letter of felicitation 
was read from E. G. Snow and E. H. 
A. Correa, respectively president and 
vice-president of the Home, while hap- 
py speeches wer made by Insurance 
Commissioner Crouse, George Whit- 
lock, the company’s counsel; Alexand- 
er T. Lumley, from the head office 
and others. 





DEATH OF J. C. NICHOLS. 





Long Time New York Special of the 
Caledonian Passes Away. 





For the second time within three 
months death has invaded the ranks 
of the Caledonian Insurance Com- 
pany’s employees. Early in June B. 
G. Stark, the company’s western man- 
ager passed away and on Sunday last 
the call came to Judson C. Nichols, 
for fifteen years the Caledonian’s spe- 
cial agent in New York State. 





SETTLES KANSAS CASE. 





National Fire Confesses Judgment in 
Suit Against It At Topeka. 





The National Fire, of Hartford, has 
confessed judgment in the suit filed 
against it by the State of Kansas for 
alleged violation in subscribing to the 
rates of the Eldridge Rating Bureau. 

The other companies in the litiga- 
tion intend to conduct a vigorous de- 
fense, 





Making Progress. 





Evidence that the Rhode Island, of 
Providence, is handled by men who 
understand their business is supplied 
by the semi-annual statement (the 
first) newly put forth by the company. 
The Rhode Island commenced opera- 
tions in January of the present year 
and on the first day of July its aggre- 
gate assets were $703,573.29, with a 
net surplus of $305,640.99. The com- 
pany’s capital is $300,000, thus mak- 
ing its surplus to policyholders over 
$600,000. 

teorge L. Shepley is president of 
the Rhode Island; Emil G. Piper is 
secretary and Starkweather and 
Shepley its general agents, 


“the placing. of 





A fire insurance company of the Mid- 
die West desires to secure as mana- 
ger of its home city department, a ca- 
pable underwriter of good address. To 
the right party an excellent opportun- 
ity for advancement is afforded. Ad- 
dress “H. S. W.,” Eastern Underwrit- 
er, 105 William street, New York. 





Position as branch manager, or 
would accept the state agency of a re- 
tiable non-participating life insurance 
company. Best reference, eighteen 
years’ experience. Address “Connors,” 
The Eastern Underwriter, 105 Liberty 
Street, New York City. 





GENERAL AGENTS by a well 
known life insurance company, not op- 
erating in New York State, writing 
the best non-participating policy on 
the market for TRENTON, N. J., 
JOHNSTOWN, PA., ALTOONA, PA., 
CLEARFIELD, PA. Address “Guaran- 
ty,” The Eastern Underwriter, 105 Wil- 
liam St., New York City. 





A successful Western general agent 
of a well known life company, believ- 
ing that his efforts in the East could 
be made more profitable, wants to 
correspond with a reputable company 
with unoccupied Eastern territory. 
Address “Western,” care Eastern Un- 
derwriter, 105 William street, New 
York. 

A young and successful Supervising 
Special Agent who is thoroughly fam- 
iliar with Life, Accident and Health 
Insurance in all its branches, is open 
for an engagement with some reliable 
and aggressive company August ist. 
Can furnish the best of reference as 
to character and ability. Address, 
“Ambitious,” care of Eastern Under- 
writer, 105 William street, New York 
City. 








A reliable, ambitious young man 
who has had office experience with an 
old line life insurance company for a 
position of trust and responsibility. 
The very best references required. 
Address “Official,” care The Eastern 





Underwriter, 105 William St., New 
York. 
Manager—reliable, well acquainted 


and prepared to give a_ substantial 
bond, to represent a well-known sure- 
ty company in Albany, Utica, Syracuse 
and Buffalo. Must be qualified to 
write bonds and direct the work of 
solicitors. Address “Strictly Confi- 
dential,” Eastern Underwriter, 105 
William St., New York. 





Former Superintendents of the Metro- 
politan and Prudential, with good rec- 
ords and not over forty, to address 
“Agency Director,” Eastern Underwrit- 
er, 105 William St., New York. 





A special agent of ability in the acci- 
dent and health department of an up- 
to-date casualty company, must be 
qualified to produce results, from 
working with agents already appoint- 
ed. No “excusers” need apply. Ad- 
dress “Immediate,” Eastern Under- 
writer, 105 William St., New York. 





To correspond with reliable fire in- 
surance companies direct, regarding 
large surplus lines. 
Will not deal with any but principals, 
state commissions and any additional 
inducements for preferred business. 
Address in confidence, “Surplus 
Lines,” Eastern Underwriter, 105 Wil- 
liam St., New York. 





General agency for a progressive life 
insurance company with a good and 
participating policy, for a territory in 
Central Ohio., headquarters at Colum- 


bus. Address “D.J.M.,” care Eastern 
Underwriter, 105 William St., New 
York, 


HERBERT BUXTON, Pres. and Mgr. 


Buxton Insuring Agency 


63 William St., New York 





Excess Lines handled anywhere. 
Good connections at Lloyds, London. 
Correepondents solicited. 





.. SVEA... 


Fire and Life 
Insurance Co. 
Gothenburg, Sweden 





ORGANIZED 1866 





United States Branch 


29 and 31 LIBERTY ST. 


NEW YORK CITY 


MORRIS L, DUNCAN, United States Mgr. 





Samuel Gans, 
Pr. sident 


Leopold Gans, 
Vice Pres. & Gen’! Mgr. 


{| Samuel Gans Co. 
143-147 Franklin St., N.Y. 


New York Chicago Atlanta 
RENOVATORS OF FIRE AND 
MARINE SALVAGES 


Telephone 4835 Franklin 
Stocks handled at lowest percentage con- 
sistent with proper resu!ts, accompanied 
always with Cvrsh Guarantee. Our 
methods fortify adjusters in advance of clos- 
ing loss. 
Always telegraph or telephone at our 
expense. 
Expert advice cheerfully given. 
EDWIN W. WILE, Resident Manager. 
Home Office, Chicago, 207-209 E. Madison St 


Northern Assurance Co. 


OF LONDON, ENG. 


U. S. Statement as of Jan. 1, 1907. 


Admitted Cash Assets ....$4,230,182 
All Liabilities, incl. Res’rves. 3,054,547 


Net Surplus in U. S. ...... $1,175,635 


Eastern and Southern Departments 
Company’s Building, 
38 Pine Street, New York. 
GEORGE W. BABB, Manager. 
T. A. RALSTON, Sub-Manager. 


QUEEN 


Ins. Co. of America, 
NEW YORK. 





EDWARD CLUFF 
54 MAIDEN LANE 
New York City 


Surplus Line 
INSURANCE 


Reliable Policies Only 


Freeholders Ins. Co., Topeka, Kans. 
Travelers Fire Ins. Co., of Pine Bluff, 


Ark. 
Federal Llyods, of Chicago, Il. 
See Reports of These Companies, 





SUN 
INSURANCE OFFICE 
OF LONDON. 





FOUNDED 1710 





United States Branch: 


54 Pine St.. New York. 


Western Department: 


171 La Salle St., Chicago. 


Pacific Department: 


215 Sansome St., San Francisco 





HENIX 


INSURANCE 
COMPANY 


OF BROOKLYN, N. Y. 





No. 68 WILLIAM ST,, 
New York. 








Organized 1872. 


GUARDIAN 


Fire Insurance Co. 
Of Pennsylvania. 





ee ere $200,000 
Piedscctes eas 433,764 
Net Surplus....... 72,405 


Robert Dickson, President. 





Organized 1882 


SOUTHERN 


Insurance Co. 
New Orleans, La. 





oe Serre . . . . $200,000 
TD... vavcencaces, SORM 
Net Surplus........ 109,251 


R. D. Tweeddale, Ass’t Sec. 


Executive Offices: 


80 WILLIAM ST., 


NEW YORK 





DON’T FRITTER AWAY TIME. 





A successful agency secretary has 
the following timely comment to 
make which is of interest to our in- 
dustrial readers: 

“Conditions are all right and if fall- 
ure instead of success is experienced, 
the individual is largely if not wholly 


to blame. Don’t fritter away your 
precious time. Put every minute to 
good use. It is a well known fact that 


the man who places no value on his 
own time usually knows nothing of 
the value of other people’s time, and 
in this connection an idler can best 
benefit humanity by making himself 
scarce so as not to get in the way of 
busy people. It has been said, and 
truly so, that ‘every man stamps his 
own value upon the coin of his char- 
acter in his own mint, and he cannot 
expect to pass it for more and should 
not be disappointed if people do not 
take it for more than its face value.’ 
With first-class goods to sell and a 
first-class company to back the goods 
up, there is no reason in the world 
why you should not succeed provid- 
ing you work—that being the price 
of success every time. Start right 
now to open up a vigorous campaign 
and keep everlastingly at it all the 
time.” 





Mutual Benefit in July. 





The grand old Mutual Benefit Life 
keeps forging ahead, each month es- 
tablishing a new record over similar 
preceding months. Last week we gave 
the results for the first six months 
of 1907. We are now informed that 
the new issue for July was $600,000 
ahead of the same month of last year. 
Excitement does not run fever high 
over at the white marble building on 
Broad street, but the fellows in the 
field are producing the goods just the 
same. 

In this connection it may be said 
that the greatest difficulty the Mutual 
Benefit Life, in common with many 
other excellent companies, is exper- 
iencing just now is in fathoming the 
requirements of recent legislation in 
various States, particularly Wiscon- 
sin. 





No Fault to Find With Business. 





There is no halting in the business 
written by N. D. Sills, of Richmond, 
manager in Virginia and North Caro- 
lina for the Sun Life of Canada. He 
advises that while June had been the 
most satisfactory month of the year 
up to that time, July’s record far sur- 
passed it. Mr. Sills works along ap- 
proved lines, and the business written 
by his agency is profitable alike to 
- company and assured, for it possesses 
the excellent quality of continuity. 





Now Writing Business. 





The People’s Fire Insurance Com- 
pany of New Orleans, La., having dis- 
posed of all of its capital, is now 
writing business. A. C. O’Donnell is 
president of the corporation; W. W. 
Frericks, first vice-president; Edwin 
Both, second vice-president; Joseph 
P. Simons, treasurer. 





The Maryland Agency of the Sun 
Life of Canada, E. C. Peed, is still 
forging along, being considerably 
ahead of the same period of last year, 
and the first six months business of 
1906 was the largest the agency had 
ever known. 


“In a Nut Shell.” 

Under this catchy title the New 
York Life announces that over 7,000 
people applied for insurance in that 
company in July, and over 80,000 peo- 
ple paid renewals during the month. 
The company paid $2,320,282.05 to 
3,815 living policyholders during the 
month. 
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CASUALTY AND he 


SURETY HAPPENINGS 





DISABILITY INSURANCE. 





Views of a Successful General Agent 
As to the Business and Best 
Means of Getting It. 





In a contribution to the “Monthly 
Bulletin” of the Fidelity and Casualty 
Company, I. Reinhardt, of Dallas, its 
general agent in Texas, writes upon 
the general subject of “Soliciting Dis- 
ability Insurance,” in this instructive 
manner: 

The fact that several years after its 
introduction by our company, Disa- 
bility Insurance is still the subject 
about which so much is spoken and 
written, points to the opportunities 
of the business. It has come to stay. 
Designing agents and agents without 
industry and ability cannot kill it. 
The idea is fixed. If it were not 
sound or if it were fundamentally 
wrong, it would have been overthrown 
long ago, and by this time would 
have been but a memory. 

oe + * 

My agency is exclusively in the 
State of Texas, an agricultural terrt- 
tory where thrift and economy pre- 
vail, and where large figures and ex- 
travagant incomes are almost un- 
known. We haven’t as yet received 
cuff-buttons, and we were not in the 


group of photographs representing 
agents of recent notable achieve- 
ments. Nevertheless, Disability In- 


surance is well known in Texas. The 
Fidelity & Casualty Co. leads in acci- 
dent and health business in the Lone 
Star State, (excluding railway em- 
ployees’ installment business), and 
we can attach a few inches of blue 
ribbon to our claim experience. 
* * * 

A complete treatment of the subject 
of Disability Insurance would natur- 
ally include points that have already 
been presented in previous Bulletin 
articles; except, of course, the differ- 
ent methods of soliciting. New bus- 
iness is secured rarely without per- 
sistent effort. Work, combined with 
enthusiasm, shortens the time it takes 
to “land” your prospect. Knowledge 
of human nature is an important fac- 
tor of success; but a determination 
to stick to the business and a fixed 
rule to solicit every man with whom 
you come in contact are likewise im- 
portant factors. 

a * * 

If you get new business—good bus- 
iness, the result of hard work—it will 
renew itself. Don’t waste your time 
insuring a man who regards his pol- 
icy as an investment instead of a 
protection. Either he will not renew, 
or, if he has made the company the 
object of speculation, then the latter 
will not renew. Renewal business is 
what brings prosperity to an agent. 
Get, first of all, a reliable class of 
business. 

+ . = 


I think another qualification might 
be emphasized. New agents should 
have a few hundred dollars capital. 1 
do not mean an advance from the 
general agent or manager—on the 
contrary, an agent who gets such ad- 
vances is usually lost. He should 
have enough capital to pay grocery 
bills and rent until he can get a busi- 
ness Start. If he is not compelled to 
use every dollar of his first earned 
commissions for necessaries of life 
he is less likely to become discour- 
aged. Many a man with good ability 
has failed to secure success by rea- 
son of early discouragements caused 
by pinching needs. 





—_— 


Bonding Agents of Erie Railroad. 





Announcement is made that the 
Erie Railway Company has arranged 


for the bonding of some of its agents 
with the National Surety Company of 
New York. The individual bonds wil! 
be for different amounts, the aggre- 
gate not to exceed $600,000. 

The National Surety is well equip- 
ped for taking care of railway busi- 
ness and handles an unusually large 
amount of it. 





UNDER EXAMINATION. 





London Guarantee and Accident to Be 
Investigated by Colorado Insur- 
ance Department. 





Insurance Commissioner’ Ritten- 
house of Colorado and Actuary S. H. 
Wolfe of New York arrived in Chicago 
the London Guarantee & Accident. 
Mr. Wolfe has gone to New York, the 
work having been turned over to his 
brother, L. J. Wolfe, and other assist- 
ants. Commissioner Rittenhouse re- 
mained in the city until this week. 





RAYMOND D. STEELE. 





Brief Sketch of Fidelity and Casualty 
Company’s Capable Young Man- 
ager at Baltimore. 





In the August issue of the Fidelity 
and Casualty Company’s “Monthly 
Bulletin” appears a portrait of. Ray- 
mond Dean Steele, the corporation’s 
successful resident manager at Balti- 
more. One of the youngest men in 
the business holding so responsible 
a post, Mr. Steele’s work in the past 
four years fully justifies the wisdom 
of his appointment. Of Mr. Steele 
the Bulletin says: 

“He represents us in all lines of 
our business in Maryland, likewise 
in the District of Columbia, with the 
exception of Accident and Health. 

“Mr. Steele was born in Tioga Coun- 
ty, New York, in 1872. His first bus- 
iness experiences were with various 
mercantile establishments in his na- 
tive State and in New England. It 
was not until early in 1898, that he be- 
came associated with The Fidelity 
and Casualty Company, when he ent- 
ered the Fidelity Department at the 
Home Office. He made rapid pro- 
gress there, and his promotion to a 
more important post and a wider field 
of usefulness logically followed. 

“In the spring of 1903, he was ap- 


pointed to his present position and 
consequently passed through the 
memorable fire of 1904, when our 


office on Holliday street was entirely 
destroyed.” 





Maintaining that Flavius J. Ty- 
gard, former president of the Bates 
National Bank of Butte, Mo., had him- 
self committed to an insane asylum 
in order to prevent investigation of 
embezzlement charges, an effort is 
being made to have the committment 
set aside. 





Rather than put up funds demand- 
ed by the Insurance Commission of 
Massachusetts, sufficient to cover 
certain San Francisco losses not in 
contest, the Alliance of London has 
left the Old Bay State. 





Receivers Collins and Shultice, of 
EK. Tatterson, bankrupt, of Norfolk, 
Va., gave bond for $30,000, the in- 
demnity being supplied by the At- 
lantic Trust and Deposit Company. 





Four informations charging felonies 
have been lodged against A. B. Clem- 
ents, the former cashier of the Aetna 
Banking and Trust Company of Butte, 
Mont. It is charged that Clements 


embezzled over $200,000 from the bank 
which failed for $600,000. 
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SURETY AND BURGLARY. 





Massachusetts Bonding Company to 
Write Both Classes, Files Arti- 
cles of Incorporation. 





According to the articles of incor. 
poration filed a few days ago, the 
Massachusetts Bonding and Insurance 
Company of Boston, will write fidelity 
and general surety bonds, and wilt 
also write burglary and theft insur- 
ance. The corporation’s capital is to 
be $50,000, with a liberal surplus. 
T. J. Falvey, the former New Eng- 
land manager of the United States Fi- 
delity and Guaranty is the prime mov- 
er in the new enterprise. 

FORMED AT PHILADELPHIA. 





New Casualty Company With $500,- 
000 Organized at the Quaker City 
to Write General Lines. 





With an authorized capital of $500,- 
000, the Union Accident and Casualty 
Company of Philadelphia, has been or- 
ganized at Philadelphia; J. ‘A. Flaher- 
ty being its president, and D. M. Keo- 
hane its secretary. The institution 
intends writing the various casualty 
lines and operating in the agency 
field generally. 








Surety Selects 
Agents. 

The Armstrong-Roth-Cady Company 
of Buffalo has been given the agency 
of the National Surety Company for 
Niagara and Erie counties. An ex- 
perienced surety man will be placed 
at the head of the department, it be- 
ing the purpose of the agency to de- 
velop this as well as its other 
branches, in aggressive fashion. 

H. H. Steiner for many years with 
the Equitable Life Assurance Society 
has been appointed Agency Supervisor 
of the Society, operating principally 
in the southern territory. 


National Buffalo 











WANTED 





General Agent—A progressive cas- 
ualty company, writing liability and 
other approved lines, seeks a general 
agent in lowa. Party must have ex- 
perience, good connections and a clear 
record. Address W., care Eastern 
Underwriter. 





Special Agent—Active man with 
sufficient knowledae of life insurance 
and executive ability to take charge of 
agency in absence of manager. Must 
be canable of closing business for so- 
licitors, be of good appearance and 
habits. To such a man an attractive 
position is open. Address X., Eastern 
Underwriter, 105 William Street, New 
York. 





State Managers—One of the strong- 
est surety companies in the country 
is anxious to obtain a State Manager 
each for Mississiopi and Tennessee. 
Liberal contracts, upon either salary 
or commission basis will be given to 
those meetina the requirements. Par- 
ticulars may he sent tv. J., care East- 
ern Underwriter. 





By a superintendent of agencies, a 
similar position for the State of Ohio, 
Indiana, Illinois, Missouri and Ken- 
tucsy, for a reliable life insurance com- 
pany. Will be at liberty September 1. 
Twelve years experience. Unques- 
tionable reference. Address “Superin- 
tendent,” Eastern Underwriter, 105 
William St., New York. 

General agency in any city of 100,000 
by a gentleman who has been a suc- 
cessful solicitor, and special agent. A 
Middle West city preferred and a life 
insurance company not operating un- 
der the laws of New York. Am prepar- 
ed to give reference and a bond, if 
necessary. Address “Writer,” Eastern 
Underwriter, 105 William St. New 
York. 
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DOUBLE BENEFIT CLAUSE. 





Prominent Accident Underwriter 
Points Out Possible Danger In 
Its Indiscriminate Use. 





At a recent convention of the Inter- 
national Association of Accident Un- 
derwriters, held at the Frontenac, 
Thousand Islands, early in July last, 
considerable discussion was had on 
the subject of the wording of the 
double benefit clause in accident pol- 
icies. 

The underwriters, almost with one 
accord, seemed to think that the dou- 
ble benefits should be set forth in 
the contract in a better defined clause 
than is at present used by the com- 
panies; that the accidents covered by 
double benefits should be restricted 
to those accidents that were caused 
solely and only by the fact that the 
man was upon a public conveyance, 
thereby eliminating the possibility of 
a man seeking a public conveyance as 
a place for an injury foreign to the 
travel risk, simply because it would 
double the benefits either to his fam- 
ily or himself, as the injury might 
result in death or mere disablement. 

Although the general opinion, as ex- 
pressed by the underwriters, was in 
favor of a more restricted clause than 
at present used, still no action was 
taken and nothing accomplished by 
the discussion except the expression 
of opinion of the underwriters that 
the present clause was a foolish one 
in many respects. 

Following shortly after the adjourn- 
ment of the convention was the sink- 
ing of the steamer Columbia, on ac- 
count of a collision with a lumber 
schooner, the San Pedro. The ra- 
pidity with which the Columbia went 
to the bottom, eleven minutes after 
being struck, according to reports, 
should convince accident underwriters 
that in doubling the benefits for ocean 
travel careful consideration should be 
given the different kinds of vessels 
on which they would make this double 
covering. Certainly the ocean liners, 
plying between the eastern coast of 
the United States and Europe, with 
their airtight compartments, have 
never made a record of such rapid 
sinking as is shown by this vessel, 
the Columbia, and also several other 
vessels that have gone down on the 
Pacific coast, as well as some of the 
coast-wise vessels in the eastern wat- 
ers, notably the steamer that disap- 
peared between Boston and Portland 
and was never heard from, and the 
recent disaster to the Joy Line Steam- 
er in Long Island Sound. 

Why should not accident underwrit- 
ers consider as carefully the marine 
hazard, the added hazard of travel on 
the ocean, as the marine insurance 
company does in writing marine insur- 
ance upon the merchandise carried in 
the vessels? They rate every vessel 
upon its merits, and certainly the ac- 
cident underwriter should make a dif- 
ference in doubling their risk on what 
might be known as rapid-sinking ves- 
sels and these air-tight compartment 
vessels that even though one or two 
compartments were destroyed, still 
the vessel probably would not sink, 
or be very slow in going to the bot- 
tom, giving greater oportunities for 
life saving than was shown by the 
sinking of the Columbia. 

The double benefit for injuries and 
death in a burning building also raises 
the same question as upon ocean 
travel, or even a worse question, for 
the double benefit in the burning 
building is a direct bid inviting the 
moral hazard, opening accident insur- 
ance to the perpetration of frauds on 
the companies, for people may allege 
that the body found in the ruins of 
the building burned is partly insured, 
who may not have been near the build- 
ing at the time of the burning and 
have simply disappeared in order to 
collect a fraud claim. 


As the fire company takes into con- 
sideration in the insurance of the 
building and its contents the class of 
building, its surroundings, whether a 
slow-burning, fireproof or a rapid com- 
bustion building, it would seem that 
the accident company should also con- 
sider all these matters, provided it is 
thought desirable to continue a dou- 
ble benefit under the burning building 
clause of the policy. 

We are merely suggesting these 
matters to accident underwriters, that 
they may carefully consider them, if 
they have not already done so, for the 
fact is evident that they are not ap- 
plying the same judgment to the ma- 
rine hazard where it covers the per- 
son upon a vessel, or to the fire haz- 
ard where it covers the person sup- 
posed to be burned up in the build- 
ing, that the marine and fire insur- 
ance companies apply in the making 
of the rates and deciding the amount 
of insurance they will carry upon 
such risks. 

The greater folly of the accident 
companies is also shown from the fact 
that for these double benefits they 
get no compensation whatever—it is 
simply a bid for patronage—in the 
case of the burning building, a bid 
right in the face of the knowledge 
that it opens the door to fraud, and 
in both cases, the abandonment of 
that good judgment that is shown by 
the marine and fire companies in se- 
lecting their risks, which they carry 
for a premium.—Ralph Butler in In- 
surance World. 





AMERICA LEADS THE WORLD. 





Numerically and Proportionately Our 
Railways Head List In Passengers 
and Employes Killed. 


Railroad accidents, involving great 
loss of life and property, occurred in 
the United States during the three 
months ended March 31, according to 
the accident bulletin issued last week 
by the Inter-State Commerce Com- 
mission. While the number of lives 
lost and the number of persons injur- 
ed are somewhat less than during the 
previous three months, the record yet 
is appalling. 

The bulletin shows that the total 
number of casualties to passengers 
and to employes while on duty during 
the three months was 20,563, as com- 
pared with 20,944 reported in the pre- 
ceding three months—a decrease of 
381. The total number of passengers 
and employes killed in train accidents 
was 421, and the number of injured 
4,920, 53 less in number killed and 20 
less in the number injured, as compar- 
ed with the record of the preceding 
three months. 

The total number of collisions and 
derailments in the quarter was 3,991, 
(2,078 collisions and 1,913 derail- 
ments,) of which 323 collisions and 
229 derailments affected passenger 
trains. The damage to cars, engines, 
and roadway by these accidents 
amounted to $3,536,110. 





Million Dollar Bond to be Issued. 





Once the contract now being ad- 
vertised for constructing a section of 
the new aqueduct for New York city 
be awarded, the successful bidder 
must supply a bond for one million 
dollars. The contract is expected to 
amount to at least $15,000,000, and 
the work will take seven or eight 
years to complete. An annual prem- 
ium of one per centum will be the 
rate on the bond. 





Henry W. Brown and Company have 
been given the general agency of the 
Norwich and London Accident Com- 
pany for Middle and Eastern Penn- 
sylvania, and Middle and Southern 
New Jersey. 


TO WRITE IN EMPIRE STATE. 





Frankfort Marine Will Issue Burglary 
Policies Here as Elsewhere. 





The management of the Frankfort 
Marine, Accident and Plate Glass In- 
surance Company of Germany, has 
concluded to put up an additional de- 
posit of $50,000 with the New York 
Insurance Department and thus quali- 
fy to write burglary insurance here 
in addition to the lines for which it 
is already authorized. The Frankfort 
Marine opened its burglary insurance 
branch nearly a year ago, writing both 
bank and residence business. While 
issuing the contracts in a number of 
States it has not heretofore been able 
to do so in New York because of the 
statute calling for an additional de- 
posit for the line. 





WITHIN SIX MONTHS. 





What the Fidelity and Casualty Com- 
pany Has Accomplished Since 
January First. 





On June 29th the Fidelity and Cas- 
ualty Company reported gross assets 
of $7,865,185.55 and a_ policyholders’ 
surplus of $2,622,129.12. Compared 


with the returns at the close of last 
year these figures, to quote from the 
company’s comment thereupon “show 
a falling off of $138,344.51 in assets 
and of $282,646.64 in surplus. At the 
same time our volume of business in- 
creased $380,751.53. The falling off 
in both cases was due to the decline 
in the value of securities. This de- 
cline amounted to $563,241.82. In 
other words we made up in our busi- 
ness about one-half of the heavy de- 
preciation in securities. 

“The times are a little out of joint, 
but the fact is not reflected in our 
statement. It is the best statement 
we have ever made, so far as it re- 
flects the course of our business. So 
far as it reflects the condition of the 
security market it shows the condition 
as purely ephemeral. Within a year 
securities may be back to the values 
of December, 1906, and the surplus of 
a year hence larger by the $563,000.” 





Liberty Casualty Co. 





A member of the home office staff 
of the Liberty Casualty Co., of Pitts- 
burg, writing of the success made by 
the new manager, Herman W. Koons, 
says: 

“In taking charge Mr. Koons has 
displayed the same energy, enthusi- 
asm and ambitions which has charac- 
terized him throughout his entire car- 
eer. He expects to make the Liberty 
one of the best, and in time one of 
the largest of its kind in the country. 
His expectations are materializing, 
from the fact that since his taking 
charge, up to the present date the 
company has more increase than it 
has made in the past year and a half. 
The directors are all prominent Pitts- 
burg men, and are more than pleased 
with the work of their new manager.” 





Given to National Surety. 





Last year the National Surety Com- 
pany secured from the Wisconsin 
Bankers’ Association, the contract for 
writing its fidelity bonds. To the 
same corporation has been awarded 
the burglary business of the or- 
ganization, thus attesting the satis- 
faction felt by the Wisconsin bankers 
with the treatment accorded them by 
the National Surety. 





Louis J. Wurth, of Newark, N. J.. 
has been sued in the Circuit Court of 
that city for $5,000 damages by John 
Mc€awley, who was run down and 
injured by an automobile driven by 
Wurth. 


The Metropolitan 


== 


Surety Company 


HOME OFFICE: 
38 PARK ROW, 
NEW YORK CITY. 


David McClure, President. 

Andrew T. Sullivan, First Vice-Presi- 
dent. 

Clinton D. Burdick, Second Vice-Prest- 
dent. 

Frank A. Condon, Third Vice-Pres. & 
Treasurer, 

M. Joseph McCloskey, 
President, 

Walter C. McClure, Secretary. 

G. B. Hart, M. J. Mulrennan, Asst. 
Secretaries. 





Fourth Vice- 


OR A DEFINITE PROMISE TO 








PAY, well defined, no experi- 
ment and taking no chances that 
technical legal definition of what 
constitutes an accident will be used 
to defeat claims, buy your insurance 
in and sell the policies of 

; 
“The Central” of Pittsburg, Pa. 
Its management will tell you, in YES 


or NO answers, what it covers and 
what it does not cover. 
Agents Wanted. 
For particulars address 


THE CENTRAL ACCIDENT 
INSURANCE COMPANY 
PITTSBURG, PA. 





The Empire State 


Surety Company 


Capital - - - - $750,000 
Surplus "2 * 127,202 


Surety and Fidelity Bonds, Liability, Burg- 
lary, Plate Glass, Boiler, Personal Acoident 
and Health Insurance. 

William M. Tomlins, Jr., ~-esident 

Moses May, First Vice President 

Willard P. Reide, Second Vice President 

Daniel Stewart, Secretary 


New York Office, 34 Pine St. 
Brooklyn Office, 391 Fulton St. 





scDINT WN SUpayer compin” 
of New York 2 
SUPERIOR POLICIES 


KIMBALL C. ATWOOD, President, 
290-292 Broadway, New York. 











New Industrial Policy by North Amer- 
ican, 





Under the terms of the latest in- 
dustrial accident policy issued by the 
North American Accident, of Chicago, 
from which health features have been 
entirely eliminated, increased benefits 
are allowed over those previously 
granted. The maximum death benefit 
is $1,000 for ordinary accidents, or 
three times that amount if the acci- 
dent occurs while the assured is rid- 
ing on a public conveyance. The con- 
tract sells for $1 per month. 
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THE EASTERN UNDER WETTER. 























ERNEST J. KNABE, Je , Chairman Executive Com. 


IS OUR EXCLUSIVE SPECIALTY 
Fidelity, Judicial, Contract, Official and Court 
Bonds ; Also Accident, Health, Plate Glass 


UNITED SURETY COMPANY, 
Home Office 


BONDING ~ 


and Burglary Insurance. 
Agents Wanted in Every City. 
ROLAND O. LAMB, 
Baltimore, Md. 
Henry G. Penniman, President. 
Ernest J. Cuark, Vice-President. 
Rosert A. Dossin, JR., Secretary. 
J. Wituriam Hitt, Treasurer. 


to the right men. 





JOHN HANCOCK BLDG., 





The attention at Reliable Agents in search of desirable contracts is called to the 
JOHN HANCOCK 


Mutual Life Insurance Company 


OF BOSTON 


S. H. RHODES, President, 
Vice-President. 


None but the best forms of Life, Endowment, Term and Installment 
Policies issued. See our Optional Annuity Policy. Good Agency contracts 


WALTON L, CROCKER, Secretary. 


FRANCIS MARSH, 
Manager for Eastern Massachusetts, 


202 DEVONSHIRE STREET. 





METROPOLITAN 


Life Insurance Co. 


(Incorporated by the State of New York) 
“The Leading Industrial 
Insurance Company in 
America’”’ 





AGENTS WANTED. 


Any honest, capable and industri- 
ous man, who is willing to begin at 
the bottom and acquire a complete 
knowledge of the details of the busi- 
ness by diligent study and practical 
experience, can, by demonstrating his 
capacity, establish his claim to the 
highest position in the field. 
within his certain reach. The oppor- 
tunities for merited advancement are 
unlimited. All needed explanations 
will be furnished upon application to 
the Company’s Superintendents in 
any ef the principal cities, or to the 
Home Office, No. 1 Madison Avenue, 
New York City. 


GERMANIA 


FIRE INSURANCE COMPANY, 
NEW YORK. 





« 


ORGANIZED 1859, 


Cash Capital, 
Assets, 
Net Surplus, 


HEAD OFFICE: 
Cor. William and Cedar Streets. 


~ $1, 000,000.00 
5,178,071.22 
1,094,932.62 





(FIRE) 


Union Assurance Society 


OF LONDON. 
Established A. D, 1714. 


HALL & HENSHAW, U.S, Managers, 


35 PINE ST., NEW YORK. 





It is | 


J. G. Walker, President. 
T. Wm. Pemberton, 1st Vice-Pres. W. L. T. Rogerson, Secretary. 


ORGANIZED 1871 


Life Insurance Company of Virginie 


HOME OFFICE, RICHMOND, VIRGINIA. 


The PIONEER Southern Industrial Life Insurance Company. 
The OLDEST Southern Life Insurance Company. 
The LARGEST Southern Life Insurance Company. 


The Most Approved Forms of Life, Endowment and Industrial Policies Is- 
sued on Favorable Terms. 





OVER— $3,000,000.00 
NE OT ee ee Re ee Nee OVER—$55,000,000.09 
Total Payments to Policyholders since Organization. NEARLY—$8,000,000.00 


Security Mutual 
Life Insurance Company 


BINGHAMTON, N. Y. 

CHARLES M. TURNER, - . . 
Issues the New York Standard forms of 
policies providing annual dividends. Men 
of ability wanted in unoccupied territory. 
For particulars, address 


C. H. Jackson, Agency Sec’y, 


Assets 





President 


Home Office 





ORGANIZED 1865. 


Virginia State Insurance Co., 


Of Richmond 


$821,402.42 
359,122.21 


ROBERT LECKY, Jr., V. Pres. & Secy 





SHETOTSCOSCCHH SE OOF OCECSOEOSN CEC OCOROEEORESES® 


GEO. L, CHRISTIAN, Pres. 





Required by its Charter to maintain the legal reserve 
on every policy it issues. 


The Masonic Mutual Relief Ass’n, 
Of the District of Columbia, 


Chartered by Congress 1869. 


“Combines legal reserve safety with fraternal economy” 
An exceptional opportunity for producing agents. 
WM. MONTGOMERY, Sec’y 


Corner 12th and G Streets, N. W., Washington, D. C. 











Asséts 
Capital and Surplus 


Fidelity Bonds, 
wheel, Employers, 


ROBERT J. HILLAS, 


FRANK E. LAW, 
2nd Assistant Secretary. 





THE FIDELITY AND CASUALTY COMPANY 
97 to 103 CEDAR ST., NEW YORK CITY. 


Losses paid to January 1, 1907 
This Company Grants Insurances as Follows: 
Bonds of Suretyship for Persons 
Burglary, Plate Glass, 
Public, 
Elevator and General Liability, 
and Bonded Attorneys’ List. 
OFFICERS: 
GEORGE F. SHWARD, President. 


Vice-President, Secretary and Treas. 


Pittsburgh Life and 
Trust Company, 


“Endorsed at Home’”’ 


sansurance in force in Pennsylvania 
over $10,000,000. 
Total Insurance in Force 
$30,478,083. 

W. C. BALDWIN, 
President and General Manager. 
All solicitors’ contracts direct with 

the company. No General Agents. 


$8,003,530.06 


24,016 '230. 73 


in Positions of Trust, 
Steam Boiler, Fly- 
Teams, Workmen’s Collective, 
Personal Accident, Health 


HENRY CROSSLEY, 
Assistant Secretary. 
GEORGE W. ALLEN, 
38rd Assistant Secretary. 


Address the company, Pittsburgh Life 
Building, Sixth and Liberty Streets, 
Pittsburgh, Pa, 











Commercial Union Assurance Company 
(Limited) 
OF LONDON. 
PINE AND WILLIAM STS., NEW YORK CITY 








H 








Mutual Life 


Insurance Company 
of New York 


Under 2 New Management, 

With the standard policies and the 
safe-guards established by the law of 
New York—the most exacting ever 
enacted, 

With the company’s vast resources 
—greater by many millions than 
those of any other company in the 
world—now closely invested in the 
most profitable securities consistent 
with safety, 

With an economy of management 
equalled by few and excelled by none, 
maintains its place in the front rank 
held by it for sixty-four years as, 

The best dividend-paying company, 

The best company for policyholders, 

The best company for agents, 


Apply for agéncy to 
GEORGE T. DEXTER, 2nd Vice-Pres., 


The Mutual Life 


Insurance Company 
of New York 
34 NASSAU STREET 
NEW YORK, N.Y 


$106,000,000 


Paid in Fire Losses 
in the United States alone during 














57 YEARS. 





BY THE 


1 IVERPOOL 
AND T ONDON 


AND GLOBE 


Insurance Company. 





ASSETS U. S. BRANCH, 
$12,335,961. 
NET SURPLUS 
$4,623,651. 


CONFLAGRATION PROOF. 
New York Office, 45 William St. 

















